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BUILD SHEDS, YARD 
FOR LIFT-TRUCK USE 
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For Homes, Apartments, Hotels, Churches, 
Schools and Public Buildings. 


For further information see Sweet's Arch. File at 


or Write Miami Window Corp., Dept. SB, 
P. O. 356, Miami 42, Fia. 


Ask about the new alumi- 





num picture window—a new 
concept in window design. 


air infiltration tests pune ot Pittsburgh Testing Labs. 





UNIV. OF MIAMI 
ADMINISTRATION 
BLDG. 
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“He happened fo me too. 


¢¢Ever have a masonry 
joint settle unevenly? Ever have trouble 
with mortar getting squeezed out by the 
weight of the bricks? It’s happened to me— 
but not when I’ve used Marquette Masonry 
Cement. 

“Tn this picture I’m showing you a column 
of bricks laid in five minutes using Marquette 
Masonry Cement. Notice how the joints are 
uniform from top to bottom? You see, mortar 


made with Marquette Masonry Cement has 
body. It’s dependable mortar that can sup- 
port the weight of course upon course of 
masonry units. It won’t squeeze out of joints 
or permit uneven settling. 

“T’ve found that I can always count on 
Marquette Masonry Cement to do a good, 
sturdy job. It makes better mortar in every 
way.°*— George H. Smith, Jr., bricklayer 
for 34 years, member, Illinois Local No. 21. 


MARQUETTE | / [2Y230) PH] C#MENT 


The 10 basic 
requirements 
of high quality 
masonry cement* 

. Plasticity 

. Body 

. Strength 

. Yield 

. Color 

. Adhesion & Bond 


. Negligible 
Shrinkage 


. Water Retention 


. Water 
Repellency 


10. Non-efflorescing 


*You get all 10 when you 
use Marquette! 


Marquette Cement Manufacturing Company 


CHICAGO e ST. LOUIS e MEMPHIS e JACKSON, MISS. 


PORTLAND © HIGH EARLY STRENGTH @ AIR 


ENTRAINING @ MASO 


Any quantity of Marquette Masonry Cement will be shipped in mixed carload: with other types of Marquette Cement 
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In granular tan, coral, green, 
and blue. Other shades Natural 
White and Dove Gray. 


Beautiful is the word for these hand- 
some granular surfaced Mustang 
asbestos cement shingles. Each 
Mustang shingle is embossed with 
the natural grain showing all the made by the makers of Mustangs among 
beauty of weathered wood. architects, builders, and lumber dealers. 


Permanent as granite! The granules on Mus- 
tangs are put on to stay. Unlike ordinary 


Washable, Too! The new granular Mustangs, 
: like every dependable Must asbestos 
granular shingles, granuled Mustangs are si "? wat idabl lu tang asbe stos 
. : lingle, is made new agi very re 

manufactured by a special process which shingle, is made new again with every rain, 
; : and the color stays. 
prevents granules from rubbing off. Mus- 


tang ceramic granules stay in the shingle. 
TT rT | 


Write for FREE SAMPLE 
Shingles of the New Mustang Colors! 


Popular Colors The four new Mustang gran- a 
a 

ular shades—green, coral, tan, and blue— a 

are the most popular siding colors. They 
were selected after an extensive survey was @ Send us on your letterhead a request 4 

for a beautiful display containing six - 
sample shingles, in the six new popular g 
Mustang colors. This sample board will & 
help you sell more siding jobs. It is sent - 
to you free, and without obligation. a 
a 

a 

a 


The ASBESTOS C0. of TEXAS 


P.O. BOX 1082 . HOUSTON 1 


Remember, IT PAYS TO SELL MUSTANGS! 
106 


feseseens 06lUlU 
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ifty years of steel making 
IN and FOR the SOUTH 


March 5, 1951, marks the Golden Anniversary of 


Atlantic Steel Company. 

From a small mill rolling hoop for rosin bar- 
rels and ties for cotton bales, employing only a 
handful of men, Atlantic Steel Company has 
grown into a full-fledged steel mill producing 
65 different products in thousands of sizes, and 
employing more than 2,000 men. 

Today the name DixistTEet is known through- 
out the South and from California to New 
England. 

Founded by a small group of business men 


ATLANTIC 


MARCH, 1951 


STEEL 


ATLANTA, 


who had faith in the future and a desire to help 
build the South they loved, Atlantic Steel Com- 
pany stands today a tribute to their vision. 

Through all these years—through three major 
depressions and two World Wars—Atlantie Steel 
Company has been guided by firm business poli- 
cies that have stood the test of time. 

ee ee ee 

We enter our second half-century with the 
greatest expansion program in our entire history 

the best evidence of our continued faith in the 
future and the South. 


COMPANY 


GEORGIA 
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FREE to Building Supply Dealers 


* * * 


3. Color Uses. “Styling With Color” 
contains over 100 color pictures of 
color schemes for every room in the 
house. It was written by Collette 
Whitlock, authority on interior deco- 
ration, to help sell paints. The Peas- 
lee - Gaulbert Paint and Varnish 
Company, Louisville, Ky. 


7. Flexible Doors. Installation de- 
tails and sketches of Ra-Tox flexible 
doors, made of kiln-dried Northern 
basswood splints, are given in a new 
folder. Construction data and _ speci- 
fications are included. The Hough 
Shade Corporation, Janesville, Wis. 


1l. Stair, Fan Opening. Sheet lists 
features and sizes, and tells how to 
install Huntington ‘“Metal-Fold- 
Safty-Stair” in 20 minutes. For use 
as attic fan opening, panel bolts are 
removed and fan tunnel is built over 
stair, putting access door at end of 
tunnel at top of stairs. Huntington 
Industries, Inc., P. O. Box 3176, 
Memphis, Tenn. 


13. Sash Balance. New Pullman Pig- 
my sash balance, the “world’s small- 
est and lightest weight true counter 
balance,” is described in a new cata- 
log sheet. Installation of balance, 
which fits into sash itself, is ex- 
plained. The Pullman Manufacturing 
Corporation, 325 Hollenbeck Street, 
Rochester 5, N. Y 


15. Plastic Tileboard. New folder 
shows patterns of Afco plastic tile- 
board and contains samples of the 10 
shades in which it is made. Another 
booklet pictures various metal trims 
and moldings used with this tileboard. 
A full-color consumer folder is also 
available. The A and F Tileboard 
Company, Box 4085, Alexandria, 
Louisiana. 


17. Folding Stairway. Attractive new 
folder tells how simple the Precision 
folding attic stairway is to operate, 
and how it fits any ceiling. Advan- 
tages, construction features, and 
specifications are given. The Preci- 
sion Parts Corporation, Nashville 7,, 
Tenn. 


19. Metal Moldings. A 20-page il- 
lustrated catalog shows the many 
types of Premier aluminum and stain- 
less steel moldings and trims. It 
gives their uses, application, and di- 
mensions. A price list is included. 
Metal Trims, Inc., P. O. Box 1072, 
Youngstown, Ohio. 


21. Hunter Zephair Fans. A new 
eight-page illustrated catalog on fans 
for homes and industry. It includes 
function and installation data about 


Use Handy Coupon Below 


unit containing fan, motor, shutter, 
and switch. Hunter Fan and Venti- 
lating Company, 400 S. Front St., 
Memphis, Tenn. 


23. Heatilator Fireplaces. Booklet 
tells how Heatilator unit efficiently 
circulates heat and adds profits on 
fireplace sales. Heatilator, Inc., Syra- 
cuse 5, N. Y. 


25. Butt Hinges. Folder describes 
extrusion processes, tells how Getty 
butt hinges are made, and lists 
prices with illustrations. H. S. Getty 
and Company, Inc., 3348 N. 10th St., 
Philadelphia 40, Pa 


27. Roofing. “Putting Nature’s Col- 
ors to Work” is a four-color book on 
the importance of roofing colors in 
exterior decoration. Color schemes 
are suggested. The Flintkote Com- 
pany, Inc., 30 Rockefeller Plaza, New 
York 20, N. Y. 


29. Awning Windows. Illustrated 
catalog No. 84 gives sizes, hardware 
specifications, and construction data 
on Gate City awning windows. 
Prices, discounts, and complete archi- 
tectural file are available. Write 
to the Gate City Sash and Door 
Company, Fort Lauderdale, Florida. 


31. Asbestos Shingles. Full-color 
folders show the complete line and 
new colors of Asbestone shingles for 
residential roofing and siding. The 
Asbestone Corporation, 5300 Tchou- 
pitoulas Street, New Orleans, La. 


» 


806 Peachtree St., N. E. 
Atlanta 5, Georgia 


numbers: 


OPP PP PP PP PPP PPP APPL ALPLLLALLALALAAAALAD AAL ALALAPAL DAD Pr 


SOUTHERN BUILDING SUPPLIES 


Please send me, without obligation, 
described in the March, 1951, issue of S*B*S with these key 


33. Kuver-Krak Panels. Folder de- 
scribes application of Kuver-Krak 
panels over cracked plaster ceilings. 
Sent by the Upson Company, Lock- 
port, N. Y. 

35. Gliding Door Units. An illus- 
trated fo shows how Huttig’s 
gliding « units save space in 
homes. Complete specifications, sizes, 
and instructions for installing are in- 
cluded. Huttig Sash and Door Com- 
pany, 1206 S. Vandeventer, St. 
Louis 10, Mo 


37. Folding Stairways. New folder 
describes uses, installation, and sizes 
of Wel-Bilt Fold-A-Way attic stair- 
way. Operations are well illustrated. 
Wel-Bilt Products Company, Box 95, 
Memphis, Tenn 


“New Look 
Forever” describes and 
photographs the ad- 
using Mustang’s new as- 
shingles. Stuffers with 
same story are also available. The 
Asbestos Company of Texas, Post 
Office Box 1082, Houston 1, Texas. 


39. Asbestos 
That Lasts 
shows with 
vantages of 
bestos siding 


Siding. 


4l. Waterproof Adhesives. Two-color 
circulars and envelope stuffers de- 
scribe Miracle waterproof adhesives, 
including Black Magic adhesive, wall- 
board cement, tub-caulk, and ceramic 
tile cement. A colorful brochure on 
“Construction by Adhesion” is avail- 
tion, 214 East 53rd Street, New York 
able. The Miracle Adhesive Corpora- 
@ X.Y. 


43. Application of Asphalt Roof. 
“Good Application Makes a Good 
Roof Better,” summarizes application 
practices for all types of asphalt 
roofing, with related data for roofing 
selection. The Asphalt Roofing In- 
dustry 2 West 45th Street, 
New York ¥ 


45. Fawsco Home Beautifiers. Cata- 
log shows aluminum awnings, door 
and window canopies, shutters, flow- 
er boxes, iron railing, and other low 
cost home accessories. Free mats, 
consumer literature, and posters for 
dealers. Fawsco Manufacturing Divi- 
sion, Falls Stamping and Welding 
Company, 1701 Front Street, Cuyaho- 
ga Falls, Ohio 
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the free literature 
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Here’s one good product 
you can get! 

















HE product is Gold Bond’s Mat-Thick Sealed Blan- 
kets made of fireproof rock wool. [ts the answer 
to builders’ demand for top-quality, cost-cutting insula- 
tion...and the demand is getting so heavy that Gold 


Bond plants are working top speed turning it out! 


STRONG SALES FEATURES! Gold Bond Sealed Blankets 
save builders SLO or better on the average L000 sq. rt. 
house. They re rugged and lightweight, save in handling 
and application costs. Eight-foot lengths fill the usual 
8-ft. wall height from floor to ceiling in one operation. 
Completely enclosed with breather cover on three sides, 
and with an effective vapor barrier on the fourth side. 


Rach blanket has a heavy-duty nailing flange. 
STOCK NOW! There's a chance to profit every single day! 


ORDER NOW. Available in 8-ft. 
lengths and 15” widths (23” widths 
in some areas). Meets FELLA. 
requirements. Write now for new 
illustrated folder and price list 
showing Gold Bond’s complete 


line of fast-selling Rock Wool 


products. 


You'll build fel g Kireproof Wallboards. Decorative 
Insulation Boards. Lath. Plaster, 


Lime. Sheathing. Wall Paint. Rock 


ld B d Wool Insulation, Metal Lath and 
.) on Sound Control Products. 


remodel better with 


NATIONAL GYPSUM COMPANY °- BUFFALO 2, NEW YORK 
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47. Flexboard, A new handbook con 
tains complete information about cut- 
ting and working asbestos Flexboard 
for all indoor and outdoor applica- 
tions. Johns-Manville Corporation, 
Box 290, New York 16, N. Y. 

51. Reflective Insulation, Folde: 
contains technical information on 
Kimsul insulation, illustrated with 
charts, diagrams, and tables. Installa- 
tion instructions are included. The 
Kimberly-Clark Corporation, Neenah, 
Wis. 


55. Fiber Wallboards. Folders are 
offered with information on colors, 
appearance, and uses of Duo-Tone 
and Pebbled Perfect-O-Cel’ fiber 
wallboards. The Plastergen Wall 
Board Company, Philadelphia Ave- 
nue, Buffalo 7, N. Y. 


57. Ventilating Fans. Two new 
pamphlets describe the variety of 
uses, design, installation, and acces- 
sories of Reed window and attic fans 
Price list available. Reed Unit Fans, 
Inc., 1001 St. Charles Avenue, New 
Orleans 8, La. 


59. Pressure-Treated Lumber, New 
illustrate? folder describes problems 
of rot and termite damage in residen- 
tial const’ uction. It tells how lumber 
is “Wolmanized” through pressure 
treatment, and how this method pro- 
tects homes. The American Lumber 
and Treating Company, 332 S. Michi- 
gan Avenue, Chicago 4, Il. 


61, Aluminum Awning Windows. 
Catalog shows standard types and 
sizes of Miami aluminum awning 


windows. Installation data and de- 
tails of air infiltration tests are in- 
cluded. The Miami Window Corpo- 
ration, P. O. Box 356, Miami 42, Fla. 


63. Home Insulation, A new 16-page 
catalog tells the story of Insulite in- 
sulating wool batts, blankets, and 
pouring wool, made of Fiberglas. Ap- 
plication instructions and _ specifica- 
tions are included. Insulite, 500 Ba- 
ker Arcade Building, Minneapolis 2, 
Minn. 


65. Rock Wool Insulation, Folde 
lists types and sizes of rockwool in- 
sulation products with application in- 
structions. “K” factors and “U” values 
are given with diagrams of typical 
construction, with and without insu- 
lation. The National Gypsum Com- 
pany, 325 Delaware Avenue, Buffa- 
lo 2, N. Y. 


69. Dry Wall Construction. Advan 
tages of Sheetrock, a fireproof gyp- 
sum wallboard, are described in an 
illustrated 12-page booklet. Step-by- 
step application in the laminated dou- 
ble-wall system is explained. The U. 
S. Gypsum Company, 300 West Adams 
Street, Chicago 6, III. 


71. Bag Truck. A new catalog sheet 
explains how quantities of cement, 
plaster, lime, other masonry materi- 
als, and shingles are handled on pal- 
lets of the Anco bag truck. Ways to 
cut handling costs are given. The An- 
thony Truck Company, P. O. Box 
375, Paducah, Ky. 


73. Kitchen Ventilation, Advantages 
of Trade-Wind Clipper ceiling blow- 


PALL OLD” PMP, 
PRINTED HELPS 
From page 7) 
Order this FREE LITERA- 
TURE by filling in coupon on 
page 7 of this S*B‘*S, then 


mail! 





ers are ¢ ned in new literature. 
Data are give n the new model for 
installatior thin a cabinet over the 
kitchen st es in kitchens, bath- 
rooms, d¢ indries, and commer- 

ents are shown. Trade- 
fans, Inc., 5703 South 
Los Angeles 37, Calif. 


cial estab 
Wind Mot 
Main Street 


Saw. A new catalog 
the special features 

tions of the Model W-65 
saw. It pictures this 
iction. Available ac- 
cribed. Stanley Elec- 
Britain, Conn. 


75. Safety 
sheet pre 
and specif 
Stanley 
electric 
cessories 


tric Tool 


Materials. Two-color 
folder te Sco-Co cottonseed oil 
gum product re used to waterproof 
and repair erior brick walls, con- 
crete al vel roofs, composition 
and metal ofs. It describes Sco-Co 
metallic Redycote asbestos 
fibered plastiseal asbestos 
caulking yund, roof plaster, roof 
coating, eal cement, and metal 

The Southport Paint Com- 
vannah, Ga. 


77. Roofing 


sash putt 
pany, In 





te 


MAKERS OF THE FAMOUS PT-91 PLASTIC TILE CUTTER 


ENGINEERS 


ee 
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NAME 


MANUFACTURERS 


ADDRESS_ 


CITY 


MORE TILES 


“much easier to complete 


“ 


the sale... 


“in comparison to other 
rental equipment, tile 
cutters need the least 


maintenance... “ 


“increased sales volume... “ 


“both of these cutters paid 
for themselves... “ 


SS SS A 


Please send me FREE BUL- 
LETIN S on the JMJ Tile 
Cutter Rental Plan and name 
of nearest distributor. 
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CEDAR SHINGLES SAFE 
AGAINST 136-MILE GALE 





Superiority 


der controlled conditions simulating 
those actually experienced in normal 


of wind resistance which has been 
established over many years by cedar 
shingle roofs in this country,” said 
W. W. Woodbridge, Secretary-Man- 
ager of the Red Cedar Shingle 


Coast regions, periodically are visited se Bh 
by windstorms of considerable in Red Cedar Shingle Bureau. 
ably weather these storms in excel- 
lent shape.” 











AFTER THE BIG BLOW 

















Construction experts, guest observers at the University of Wichita wind tunnel experi- 
ment, examine the section of cedar shingle roofing following the test. Two 1,150 
horsepower Allison aircraft engines drove the propellors which whipped up a furious 
windstorm. Testing equipment revealed that a wind speed of 136 miles per hour 
»xisted at the top of the panel. 


8 MARCH, 1951 ... Tell our advertisers you saw 


Tests Reveal ® C 4 |’ r rrica 
» 
Cedar Shingle ing Tunnels nurricane 
* il 
“These wind tunnel tests, made un- ve ocity Gl S to 
¢ 2 

construction and use, provide scien- 
tific support to the excellent record is 9g ge S ing PS 


A wind velocity of 136 miles per hour, greater than that experi- 
Bureau. “Large areas of the United enced in any general windstorm, failed to disturb or effect in any way 
States, particularly the Middle West, a roof panel of red cedar shingles in recent wind-tunnel tests at the 
ie Aitantic seshoard ent the Celt - University of Wichita in Wichita, Kansas, it has been revealed by the 


tensity. Cedar shingle roofs invari- : * 

padi Ales aaa grea angen aa Purpose of the tests, acording to the Bureau Secretary-Manager, 
W. W. Woodbridge, was to determine the actual intensity of wind 
required to blow off cedar shingles from a typically-constructed roof. 


“But instead of revealing the amount 
of hurricane force which is required to 
cause failure in a cedar shingle roof, the 
panels successfully resisted the maxi- 
mum wind velocity which the Univer- 
sity of Wichita’s wind tunnel could gen- 
erate—namely, 136 miles per hour. So 
we still don’t know the collapse point 
but we do know that it is greater than 
136 miles per hour.” 

The University of Wichita’s wind tun- 
nel, normally used for aeronautical re- 
search, is a return-flow atmospheric type 
tunnel with a test section seven feet 
high and ten feet wide. In this test sec 
tion, a cedar shingle roofing panel. 
slightly larger than five feet by eight 
feet in size, was installed at a 30-degree 
ingle to simulate normal pitched roof 
construction. The shingles were No. 1 
Certigrade 16-inch XXXXX, laid at 
standard five-inch weather exposure, 
with two 3d nails driven into each 
shingle about six inches above the butt 
and about one inch from the edges of 
the shingles. The shingles were applied 
to 1"x4” sheathing boards, spaced apart 
on five-inch centers, and nailed over 2”x 
4” rafters spaced on 16-inch centers. At 
the top edge of the panel, shingles were 
laid crossways at five-inch exposure, to 
represent normal ridge or comb applica- 
tion. 

When it was observed by University 
engineers who conducted the tests that 
no deformation of any shingles occurred 
at lower tunnel speeds, the velocity was 
progressively stepped up to the maxi- 
mum that could be obtained. Through- 
out the test there was not the slightest 
visible deformation of any shingle on 
the panel. 
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ORNAMENTAL PORCH RAILINGS 
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FLOWER BOX 
WINDOW VISOR 
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SKYWAY ORNAMENTAL 
DOOR CANOPY PORCH COLUMNS 


i e 9 STYLES, 
‘ DAY.VIEW ALUMINUM SHUTTERS 





— <a a - 
LIGHT-SAVER CUPOLA 
DOOR CANOPY 


THE COMPLETE LINE'S THE PROFIT LINE..THAT'S THE FAWSCO LINE! 


The more ammunition in your gun, the better chance of bagging the game. Right? 
Sure ... and that’s why your sales are sure to soar with the Fawsco line. It’s the com- 
plete line of products for dressing up the home that nine out of ten homeowners need 
and want. Because FAWSCO furnishes the complete line, your chances are that much 
better for doing more business and in a bigger way! 


Sales? All you need is this Sales-Maker! 
Here’s a smart, compact unit that “: FAWSCO DEPT. $3 


shows your customers the fast- 

selling FAWSCO products “in ac- - = 4 : 1701 FRONT STREET 
tion”! Shows customers how beau- 
tiful FAWSCO canopies, awnings Cuyahoga Falls, Ohio 
and other products will look in- : : 

stalled on their homes. Takes only ——— You bet I want more information! Rush big, il- 
riage rage * lustrated FAW SCO catalog to me, plus details, 
4’ x 5’ floor space! You need carry including price, about FAWSCO dake unit! 
no inventory and what you pay 

for this clever display unit comes — 

back to you many times, and in a “ 

hurry! It’s your surest, quickest . 
way to cash in on the big Per ap- on 
FAWSCO market. Send the coupon 

today! 





(ADDRESS) 2 








FAWSCO 
FALLS STAMPING & WELDING CO. 


FAW S C 0 D V | $10 N WAC EE a OL IGE (G0) /\s[oley Wa NUGwE@) a6) 
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ETY IS THE SPICE OF LIFE 


—and window variety is what Curtis dealers can offer with Silentite 
windows! Curtis Silentite windows are made in many sash types to suit every 
taste and preference. They fit in with today’s trend toward unusual window 
arrangement. And wood windows can be finished “natural” or painted, 
enameled or stained to match any color scheme. National advertising 

in full color is telling the story of Curtis Silentite quality—beauty—variety— 
to millions of potential customers. And Curtis dealers are cashing in. 


Curtis picture windows— 
flanked by weathertight 
Silentite double bung 
units—are a popular 
choice today. 


It’s easy to sell Curtis Silentite casements when you 
explain the many sales features of this trouble-free and 
weathertight casement unit. 


Window walls are 
in wide use—and when 
the windows are Silentite, 
your customers are sure 
of weathertight and w 
trouble-free operation. 
asad ema [LENTITE ] CURTIS COMPANIES SERVICE BUREAU 


more for their money. e Insulated window CLINTON, IOWA 


A Department of Curtis Companies Incorporated 
Clinton, lowa ¢ Wausau, Wis. ¢ Chicago, Ill. ¢ Sioux City, lowa 


Lincoln, Nebr. ¢ Topeka, Kan. ¢ Minneapolis, Minn. 
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, 2 times lighter than sand, Tensulate Perlite—the 


miracle aggregate refined from volcanic ore—is in demand 
by home builders, contractors and plasterers. 


Faster plaster jobs, smoother finishes, it’s the way 


to build walls and ceilings that won’t crack or sag. Plaster made from 


Tensulate Perlite can be sawed, nailed into...takes greater shock, 
withstands heat and excessive moisture. TEW | OSE 


You can supply this demand! You'll like the steady profit. Easy to ship 
or store, Tensulate Perlite is packaged in multi-wall paper bags. PRODUCTS AND CHEMICAL 


Reduce your inventory by ordering mixed cars of Tensulate Perlite and 
Tensulate Insulation. Write or call us today. 


Another quality building product from the makers NASHVILLE. TENNESSEE 


of Tensulate Mineral Wool Insulation. 


TENSULATE TENSULATE 
INSULATION PERLITE 


CHARCOAL 
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“Wall adds up in your favor,” 








WG 
































REYNOLDS 


wv z 
Pala 6 
aLuminum 


Wien you add to SSirco SService, the advantages of 
Reynolds Aluminum Building Products, you aliwways 
get the right answer—More Sales, Bigger Profits. 


Farm and home owners prefer Reynolds Alumi- 
num Products—Roofing, Gutter & Down Pipe, 
Insulation—because they give lifetime service, 
need no maintenance, cost far less in the long run. 
National advertising in leading farm and home 


magazines is steadily increasing this preference, 


FOR YOU!! 


and power-packed sales aids are available to help 
you turn this demand into SALES. 

Dependable SSirco SService keeps you “in stock” 
with lower inventory investment, gives you maxi- 
mum profits. Even though supplies are limited, 
you can get good delivery on all items, including all 
standard lengths of roofing. 

Put this powerful SSireo-Reynolds sales combina- 
tion to work for you right away. Write to your 


nearby SSirco Warehouse for prices today. 


SOUTHERN STATES 
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PLASTIC COATED PanN.L: 
or 


Dealers like Barclay Paneling because of its bigger, better 
sales .. . higher, faster profits. Applicators prefer Barclay’s 
easy workability . . . quick, simple installation. Homeowners 
want Barclay Paneling with its 11] rich, decorator colors, easy- 
to-clean plastic surface and low cost. 

Available in three surface designs . . . Tile Pattern, Solid- 
tone and Stream-Lined ... Barclay’s exclusive Tri-Dem Scoring 
gives three dimensional, real tile-like appearance. Stock and 


Sell Barclay for better business! 


40% EXTRA PROFIT ON EVERY 
SALE! Barclay Accessories give you 
40% more profit with every tileboard 
sale. Increase your business with Bar- 
clay Paneling and Accessories .. . 


write today for details! Mastic Cement 
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The picnic’s over. Now you have to go out and 
dig. The only sure way to haul in big orders is to 
carry the best line. You can count on Murray in 
the fan business. Murray's the line that counts. 


MURRAY 
20-inch 
Window Fan 


Most versatile fan 

made. Especially de- 

signed for apart- 

ments and smaller 

homes. Light weight 

—easily portable—attractive appearance blends 
with any home interior. Removable guard-screen 
made to protect tiny fingers—PATENTED, die- 
formed dynamically balanced blades—economical, 
quiet, 2-speed operation. Ivory and stainless steel. 
Also available in 24” belt-driven model. 


MURRAY 
Vertical 
Attic Fan 


Vertical mounted— 
horizontal dis- 
charge. Very 
rugged. Carries un- 
conditional 5-year 
guarantee (except 
for belt and motor). 
Sizes 24” with 1/3 hp. motor to 48” and 3/4 hp. 

Housing heavy-guage steel—frame “seamless, 
die-formed tubing.” Torrington, PATENTED, per- 
fectly balanced blades—sealed ball bearings with 
permanent lubrication. All Murray Fans are fully 
certified. Also available in vertical mounting,— 
horizontal—discharge package units 24"-48". 

A few territories open 
For full details, prices and literature 
Write to H. C. Biglin Company Sales Agents 


t 


SALES AGENTS x 


H.C. BIGLIN co. J, 


177 HARRIS ST.N.W ATLANTA,GA 











Dealer’s 
Opinion 


Gilbert C. Rosenthal is general manager of the 
Atlanta Lumber Company in Atlanta, Ga. He is an 
active member of Atlanta Hoo-Hoo Club No. 1 and 
of the Building Material Merchants of Georgia. 


HOW MANY times in the course of business 
have you thought of losing that last drop of 
blood to a competitor .. . or a tough customer? 

Consider Capt. John Tobin, commander of 
Company B, 5th Marine Regiment, who was 
struck by three machine-gun bullets in Korea. 
One plowed into his side, digging a hole the 
size of a man’s fist. Two others struck his left 
arm, severing an artery. Tobin was rescued, 
but lost great quantities of blood. 

Three pints of plasma were administered 
almost immediately at a front-line medical sta- 
tion. Later he received 13 pints of whole blood. 
Some of the transfusions were given prior to 
surgical operations; others to build his strength 
during convalescence. 

Today, Tobin says he owes his life to the 
whole blood and plasma provided by the folks 
back home through the American Red Cross. 
His case is typical of thousands reported to the 
Defense Department and to the Red Cross na- 
tional headquarters. 

Some wounded have required only one pint 
of blood. Others have needed as many as 70. 
In every case the needed blood was available. 

Now your help is needed! It is a grand and 
glorious feeling to know that through your 
veins flow not sawdust, gypsum, or other build- 
ing materials—but blood, life-giving blood. 

Imagine a pin prick. That is the only dis- 
comfort you have to exchange for a feeling of 
complete inner satisfaction. You pump and 
squeeze and in no time your pint container has. 
been filled. You can return to your business 
immediately. 

All your life you can be proud of what you 
have done in the period of one hour. At least 
Capt. Tobin and other gallant fighting men will 
be grateful for it all their lives. To them your 
blood has meant the difference between life 
and death. 

Within 48 hours nature has replaced your 
contribution, and eight weeks later you can 
again contact your Red Cross blood bank or 
Bloodmobile for another donation. 

Your gift is a gift to someone in need. A 
helpful, wonderful gift filled with your love of 
mankind so that men may live. 
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MIRACLE 
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amos backed by powerful consumer advertising they 
can add many dollars fo your present volume 


DESCRIPTION: MIRACLE Tub-Caulk dries fo a white glossy velvet-like waterproof 
finish within one hour on any surface. Does not yellow even under continued 
use of harsh scouring powders, grease, acids, or alkalis. Unlike conventional 
sealers it contains no lime, cement, plaster of paris, or drying oils... . it is 
100% resin. It will remain elastic, pliable, and sufficiently soft, expanding or 
contracting with the joint it seals. 


APPLICATIONS: 


Use MIRACLE Tub-Caulk for filling cracks between bath- 
fubs or sinks and walls. 


Use MIRACLE Tub-Caulk between window or door frames 
and tile or plaster walls. 


Use MIRACLE Tub-Caulk for sealing channels and mould- 
ings which hold tileboard wherever dampness or mois- 
ture is a factor. 


Use MIRACLE Tub-Caulk for waterproofing around 
shower stalls. 


DESCRIPTION: MIRACLE Black Magic ADHESIVE is not just “another 
glue”. It is a heavy-bodied solvent-type mastic — black in color as the 
name implies — which sets without heat or pressure to a strong, lasting 
waterproof bond. 


Don’t compare Black Magic to any transparent cements, pastes or glues 
now in your store. It is as different from these as day and hight — both in 
properties and uses. Only Black Magic will do the job permanently — 
indoors or out. 


APPLICATIONS FOR HOUSEHOLD USE: 


i 
ett 


Eliminates drilling — bonds soap dishes, towel racks, efc. 
direct to tile and other type walls. 


Fastening rubber gaskets, strips, and bumpers on car 
doors, refrigerators, etc. 


Replacing loose tile in walls, floors, mantels. tables, etc. 


Acts as a lockwasher or expansion bolt to keep bolts and 
nuts in place and to stop rattling. 


To replace mirrors in compacts —bond glass, etc. 


MIRACLE BLACK MAGIC ADHESIVE 


MONE AERTS 
9+ ABRASIVE TREADS 





CONCRETE STAR SP ASH BacK 
To bond door saddles and thresholds to concrete or 
metal floors — also to bond abrasive stair treads 
without necessity of drilling, use TYPE M, 


To attach metal or plastic moulding fo sink or 
counter tops — use TYPE M. To install linoleum on 
4 a counter tops or in damp areas — use 


IM THE BUILDING FIELD 


- NOM FERROUS METAL SECURED 
WITH MIRACLE ACMEGIVE TYPE wT 

TI ; UNOLE UM FORMICA ETC 
| amore | baa WwRACLE 


mR TOP ase - une #ORamca TC 
5 caren Tor 


RAR AOMESVE 


To mount nameplates, paper towel dispensers, 
metal or clay tile — or metal sheeting for splash- 
backs and table fops, use TYPE M. 


214 EAST 53rd STREET + NEW Ye 








This can be the most 





MANAGEMENT 


THE 


you make in 


New Celotex Merchandising 
Service offers modern, tested 
sales methods, plans and ideas 
that lumber dealers can use to 
become better Building Mate- 





SQUARE 


BUILDINGS & EQUIPMENT 





PERSONNEL 








Now, after three years of preparation by out- 
standing merchandising authorities, both in- 
side and outside the Celotex organization, this 
business-building service is ready for the thou- 
sands of lumber dealers who want to do a bet- 
ter job of merchandising building materials! 


Developed by a well-known organization of 
top building material merchandising experts, 
with the cooperation of the Celotex Sales Pro- 
motion Staff and retailers all over the country 
—this new Celotex Merchandising Service is 
designed to help increase business on all your 


merchandise lines, not just one or two. Lumber 
dealers who have had a preview say it’s exactly 
what they have wanted for a long time! 


Regular as clockwork, every quarter—the new 


CELOTEX 


REG. U. S. PAT. OFF, 


Sn | rial Merchants in 1951. 


Celotex Merchandising Service brings you a 
big “package” of tested ideas and plans for 
streamlining operations, stepping up sales and 
increasing profits! 


These are timely, practical ideas on every 
phase of your business. And they come to you 
complete and ready to use, needing only slight 
“tailoring” to fit your particular requirements! 


Best of all, the new Celotex Merchandising 
Service—comprising four big “packages” of 
business-building ideas, plans and sales helps 
—is yours for a fraction of its actual cost. You'll 
find it one of the smartest investments you ever 
made! To examine the first Unit, mail coupon 
now! No obligation. 


BUILDING 
PRODUCTS 


THE CELOTEX CORPORATION ¢@ 120 SOUTH LA SALLE ST. © CHICAGO 3, ILLINOIS 
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valuable investment 


95! 


ere our fp 


BUSINESS-BUILDERS FORING/7H/ 


1 “‘PAY-OFF Improvements for Spring!’’ Prac- 
tical, ready-to-use plans that will pay off with 
plenty of extra sales this spring. Complete with 
newspaper ad mat, prospect-getting plan, win- 
dow banner, customer booklet. 


2 “OPEN HOUSE Parade of Spring Values.” 
“Red hot” traffic-building ideas designed to focus 
sales attention on all your merchandise lines. 
Illustrated ideas for effective dislays, plus news- 
paper ad! 

3 “GROWING BEAUTY-— for Growing Business.’ 
How to landscape your establishment to attract 
more people is told in this authoritative section 


Pi quay an 





of the Service. Illustrates many thrifty improve- 
ments that you can start immediately. 


4 “SIGNS Can Be Awful Liars!’’ How to put 
more sales power into your signs. Gives dozens 
of profitable ideas for making your signs do a 
better job. 


5 “The WHY and HOW of Staff Meetings.” This 
comprehensive manual tells how to conduct 
staff meetings that inspire better teamwork— 
build morale—improve selling efficiency. In- 
cludes several fully prepared talks. Practical, 
profitable! 


The Celotex Corporation, Dept. SB-31 
120 South LaSalle Street, Chicago 3, Illinois 


Yers—without obligation, I want to examine the complete Spring Unit of 
the new Celotex Merchandising Service for Building Material Merchants! 


Name 


Address 


City 


Zone State 


_ En 
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IN PERFECT 


PERFECT 
SASH BALANCE 
for double hung windows 


Unique Balances are specified 
by building specialists every- 
where. Architects, contractors, 
housing officials, millwork re- 
tailers and manufacturers 
know the importance of a per- 
fectly balanced sash . . . one 


Association Directory 


Associations serving Building Supply Dealers ia 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange—519 Stallings Building, 
Birmingham 3, Ala. Executive Secretary: Mrs. Mary K. Harless. 
Tel. 7-3195. President: W. Thornton Estes, Birmingham, Ala. 


Arkansas Association of Lumber Dealers—727 Pyramid Building, 
Little Rock, Ark. Secretary: E. DeMatt Henderson. Tel. 8283. 
President: George Packard, Fort Smith, Ark. 


Carolina Lumber and Building Supply Association—114 Builders 
Building, Charlotte, N. C. Secretary-Manages: £. M. Garner. 
Tel. 2-4921. President: H. 6. Sherrill, Statesville, N. C. 


Florida Lumber and Millwork Association—2218 Edgewater 
Drive, Orlando, Fla. Secretary-Treas.: Mrs. Marie M. Bennett. 
Tel. 2.3761. President: R. D. Morris, Jacksonville, Fla, 


Kentucky Retail Lumber Dealers Association—Knott Building, 
Lebanon, Ky. Secretary: Donald A. Campbell. Tel. 74. Presi- 
dent: Sam Levy, 12th at Breckinridge, Louisville 10, Ky. 


wouisiana Building Material Dealers Association—528 Florida 
Street, Baton Rouge, La. Secretary-Manager: R. Needham Ball. 
Tel. 2-4080. President: Thomas H. Harrel, Winnfield, La. 


Building Material Merchants of Georgia—1925 Ponce de Leon 
Avenue, N. E., Atlanta, 6a. Counselor: Joseph G. Rowell. Tel. 
CRescent 6455. President: W. R. Bedgood, Athens, Ga. 


Lumbermen’s Association of Texas—Second National Bank Build- 
ing, Houston 2, Tex. Executive Vice-President: Gene Ebersole. 
Tel. PReston 9157. President: John R. Armstrong, Amarillo. 


that cannot creep up or down, Expert coordi- 


yet can be raised or lowered pcos apa Middle Atlantic Lumbermen’s -Association—1528 Walnut Street, 
easily. They know the proven precision mark Room 1123, Philadelphia 2, Pa. Executive Director: Robert A. 
leadership of Unique Sash the graceful Jones. Tel. PEnnypacker 5-5377. President: Claude G. Ryan, 
Balances. More than 100 mil- a Per- Lancaster, Pa. 

lion in world-wide use since wet Balance is 


vital to her Mississippi Retail Lumber Dealers Association—650 South State 


1930 proves the performance stage success. 


of this true counterbalance. 


NO MAINTENANCE 


Years of use and Test No. 2295 of Columbia Testing 
Laboratories clearly prove that Unique Balances are 
designed and built with permanent strength and will 
not lose their lifting power for the lifetime of the sash. 
Rust and corrosion proof, their first cost is their last 
... they present no maintenance problem at any time. 


WHY? 
The secret of balancing a sash perfectly is controlling 
accurately the lifting power of the spring. In Unique 
Balances and only in Unique Balances, this control is 
permanently assured by the accelerated spiral rod. 
Specify Unique Balances and be certain of a perfectly 
balanced, trouble-free, maintenance-free window sash. 


the Perfect Sash Balance 


Over 100 million in use throughout the world 


UNIQUE BALANCE CO., INC. 
25 Bruckner Blvd., Dept. SBS-3 
New York 54, N.Y. 


Please send me detailed information on 
Unique Balances. 


Name Firm 
Addr 
City. State 
© 1951 U.B. Co., Inc. 











MARCH, 1951... Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





Street, Jackson 5, Miss. Secretary-Treasurer: £. B. Lemmons. 
Tel. 3-2077. President: Earl M. Jones, Jackson, Miss. 


National Retail Lumber Dealers Association—302 Ring Building, 
18th and M Streets, N. W., Washington 6, D. C. Executive Vice- 
President: H. R. Northup. Tel. NAtional 6757. President: 
Clyde A. Fulton, Charlotte, Mich. 


Oklahoma Lumbermen'’s Association—815 Leonhardt Building, 
Oklahoma City, Okla. Industrial Manager: W. M. Morgan. Tel. 
7-0338. President: Paul Leonhard, Oklahoma City. 

Southern Sash and Door Jobbers Assoclation—209 Sterick 


Building, Memphis 3, Tenn. Secretary-Treasurer: Clark E. 
McDonald. Tel. 8-4588. President: M. C. Davidson, Houston, Tex. 


Southern Wholesale Lumber Association—McMillan Bank Build- 
ing, Livingston, Ala. Secretary-Manager: Robert F. Darrah. Tel. 
3051. President: Arthur C. Bishop, Louisville, Ky. 

Southwestern Lumbermen’s Association—512 R. A. Long Build- 
ing, Kansas City 6, Mo. Secretary-Manager: Allan T. Flint. Tel. 
Victor 2265-6. President: C. D. Burkholder, McPherson, Kan. 
Tennessee Building Material Association—711 Broadway, N. E., 


Knoxville 17, Tenn. Secretary-Manager: R. 0. Brownlee. Tel. 
2-0185. President: T. 0. Lashlee, Humboldt, Tenn. 


Virginia Building Material Dealers Association—3303 Monument 
Avenue, Richmond 21, Va. Secretary-Manager: Harris Mitchell. 
Tel. 6-1749. President: L. R. O'Hara, Yorktown. 


West Virginia Lumber and Builders Supply Dealers Association— 
P. 0. Box 1589, Fairmont, W. Va. State Secretary: Sam H. 
Diemer. Tel. 364. President: Earl Lilly, Beckley, W. Va. 





BUILDING SUPPLIES 


Address Mail to Editorial and Business Offices 
806 Peachtree St., N.E., Atlanta 5, Ga. 
DONALD L. MOORE, Editor 
HELEN MATTHEWS, Assistant Editor 
T. W. McALLISTER, Editorial Director 
BARON CREAGER, Southwestern Editor 
1305 National City Building, Dallas 1, Tex. RAndolph 7673 


FRANK P. BELL C. M. GRAY J. A. MOODY 
Business Manager Asst. Bus. Manager Production Manager 





This Month's Main Features 


Kansas Line Firm Builds Modern Retail Yard 
Motorized Loader Slashes Handling Costs 

In Lumberville, Vets Build New Profit Ideas 
He Profits from Policy of Liberal Credit 
Practical Ways to Boost Brick Profits 
Remodeled Yard and Lift Truck Cut Costs 
Selling Two Modern Kitchens a Week 
Lumber Dealer Cashes in on Custom Colors 


Classified Reading Matter 


Editorial: Confusion Under E. S, A. Controls 
Washington News of the Month 

Federal Regulations that May Affect You 
News of the Month for the Industry 
Lumber Outlook and Supply Situation 
Association Activities and Convention News 
Helpful Literature: Mostly Free 

Dealers in the News by States 

Product Parade of the Month 





Copyright, 1951, W. R. C. Smith Publishing Co., Atlanta, Ge. 


_—— 
CONTROLLED CIRCULATION AUDIT 
Cog NATIONAL BUSINESS PUBLICATIONS CCA 


cael 


Published monthly and matied without charge to the wholesale and 
retail lumber and building materia! dealers in the 18 Southern and 
Southwestern states and the District of Columbia. To all others 
there is a subscription price of 25 cents per copy or $2.00 per year. 


Business Representatives 
BOSTON: J. D. Parsons, 185 Jerusalem. Road, Cohasset, Mass. 
CHICAGO: Charles E, Smith, 333 North Michigan Avenue. Tel. 
Central 6-4131. 
CLEVELAND: W. G. Sheehan, 2516 Gasser Blvd., Rocky River 
Station, Cleveland 16, Ohio. Tel, Edison 1-0856. 
GASTONIA, N. C.: W. C. Rutiand, P. O. Box 102, Tel. 7995. 
LOS ANGELES: L. B. Chappell, Auditorium Building, Tel. Michi- 
gan 9849. 
NEW YORK: Gerard Teasdale, 78 Manhattan Ave., New York 25, 
Tel. Murray Hill 2-4959. 


Published Monthly by 
W. R. C. SMITH PUBLISHING COMPANY 
Atlanta and Dalton, Georgia 


Publishers Also of 
SourHern Harpwakt TexTiLe INpustTRiIzs ELectReicat SovTH 
SOUTHERN AUTOMOTIVE JOUBNAL SOUTHERN Power & INDUSTRY 


W. J. Rooke, President ; Ricnarp P. Smwitn, Erecutive Vice-Prest- 

dent; T. W. McALListerR, First Vice-Prexident; E. W. O'BRIEN, 

Vice-President ; A. E. C. Situ, Vice-President ; O. A. SHARPLESS 
Treasurer; A. F. ROBERTS, Secretary. 





Building material dealers are making 

a real profits by selling Hunter’s new 

» Package Attic Fans. Every home build- 
er, every home owner is a prospect. 
These modern fans give efficient home 
cooling at low cost, and are being used 
in homes in all price ranges. Quiet, 
powerful and dependable. Sales-mak- 
ing displays available for dealers. 


A big reason for the popularity of | 


Hunter Package Fans is their simple 


and inexpensive installation. Fan, mo- 
tor and suction box are all in one unit 
that requires only a ceiling opening in 
hallway and less than 18” clearance in 
the attic. Four models, from 4750 
CFM to 9500 CFM—ratings certified. 


MAIL FOR CATALOG 
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All the New Features 
your customers want- 


ASBESTONE 


ASBESTOS-CEMENT BUILDING PRODUCTS 


— 


ASBESTONE ROOFING SHINGLES >> 


rintsh_) cotors 1 ¥ ; 
Wood | Greer Ji | \ Fireproof 
Black oe 
White fae | ) Weatherproof 
Smooth | Red 


Gray anal | | Termiteproof 
— | No Painting 


ASBESTONE SIDING SHINGLES ‘ : 
wr ane No Upkeep 
traight: Wood 


\ Edge ! Grain Buff-tonel z Insulating 
Blends See 
a Green- ; 
\ Wavy Wood 
\ = tone 
\ Edge Grain | Bien ne 


j Gray 











ASBESTONE Super "G “ 


ROOFING and SIDING 
1 


Light Weight— 
Amazing Strength 
6” Corrugations 
Makes a faster- 
draining roof 
Looks like tile— 
.. oa wears like rock 
mar CHOICE OF COLORS a A / 
Tile Red — Natural Gray 47 Vis a 


ae - 





ASBESTONE CORPORATION 


5300 Tchoupitoulas Street - New Orleans 15, La. 


Specialists in Asbestos-Cement Building Products for over 25 Years 
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CONFUSION UNDER ESA CONTROLS 





HE PRICE-FREEZE regulation issued on January 

26 was no hurriedly prepared document. It 
had been expected since the upward price spiral 
started last summer. The agency designated to 
prepare and administer the regulation was estab- 
lished some six months ago. And in preparation for 
price control the voluminous annals of OPA were 
available to the Economic Stabilization Agency. 

Yet, the ink was scarcely dry on the Govern- 
ment’s price-freeze order before the need of 
changes and amendments became apparent. 

There was, for instance, the obvious need of 
some relief for those business 
concerns which had made a con- 
scientious effort to operate in 
accordance with the voluntary 
price control program an- 
nounced by the ESA in mid- 
December. 

That program simply did not 
work, It could not have been 
expected to work. There were 
too many who remembered the 
difficulties experienced under 
the OPA, in cases where selling 
prices were based on inventory 
cost rather than replacement 
cost. They were aware, too, 
that one should follow a consistent policy—that if 
selling prices are based on replacement costs in a 
declining market, safety requires the same policy 
in a rising market. 

Accordingly, the price spiral continued merrily 
upward after December 19. The rate of increase 
was greater than it had been in the preceding 
months. Announcement of a voluntary freeze prob- 
ably added fuel to the inflationary fire, with its 
apparently clear implication that a mandatory 
price freeze could be expected soon. 

So, as should have been expected, there was 
widespread confusion as the General Price Ceiling 
Regulation took effect in late January. One basic 
reason was explained in the regulation itself, in a 
reference to the “lag between a change in prices at 
one level and a corresponding change at the next 
level of production and distribution.” 

From the ranks of the retailers, where so fre- 
quently it was found that the selling prices. on 
many items were not in line with current replace- 
ment costs, came urgent requests to the ESA for 
relief. Probably by the time this comment ap- 
pears in print, such relief will have been granted. 





A similar need for relief was found in some 
wholesale trades. For instance, one southern whole- 
saler reported that on approximately 20% of the 
lines handled, price changes were made effective 
by suppliers following the voluntary freeze. Others 
reported that it would be necessary to discontinue 
some good lines unless selling prices could be re- 
vised in line with replacement costs. For as late as 


mid-February, notices were still coming in of fac- 


tory price advances effective prior to January 26. 

There is, and for some time has been, urgent 

need for an effective program of stopping or re- 

tarding inflation. ESA officials 

probably are doing about as 

good a job as could be done with 

the tools they have. They are 

to be commended for giving 

prompt attention to the prob- 

lems of the retail, wholesale 

and service trades. And they 

are to be commended, too, for 

their frank recognition, in the 

price-freeze regulation _ itself, 

that a price freeze is an attack 

on the symptoms rather than on 

the disease—that a price freeze 

does not end the danger of in- 

flation, and to be effective must 

be backed by firm fiscal and credit measures. 

It is probably true, as Marriner S. Eccles, mem- 

ber of the Federal Reserve Board, told a congres- 

sional committee in late January, that a wage 

freeze and strict curbs on banking credit would 

have eliminated the need of any over-all price con- 

trol. But now we have it, and it will be necessary 
to do what we can to make it work. 

However, there can be no effective curb on in- 
flation so long as government plays to political 
favorites in price and wage control. 

In the Defense Production Act of 1951, which 
authorizes price and wage control, there is evi- 
dence of political pressure in the provisions which 
now make it impossible to hold down the prices of 
most farm products. And the wage freeze was im- 
mediately followed by an amendment specifically 
designed to permit of a last-minute wage increase 
of $1.60 a day to John L. Lewis’ mine workers. 
Price control just won’t work with preferential 
farm-labor policies. 

Meantime, those who feel that socialistic gov- 
ernment controls are desirable should take a long 
look at our difficulties under ESA controls. 
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é ountry 
entleman 


We're serenading customers for you 
with this powerful quartet ! 





Yes, Flintkote advertising 
is going to more than 
7,843,000 homeowners... 
telling the Flintkote story 
selling the Flintkote brand 
in almost 38,000,000 
colorful, hard-hitting 
messages during 1951! 











Cash in on this big selling program. Let your neigh- 
borhood know that you handle Flintkote Products. 


We’re helping to sell shingles for you. We’re helping 
to sell sidings . . . insulation board products . . . in- 
sulating wool . . . the entire Flintkote line . . . in this 
aggressive sales-producing advertising campaign. 


22 MARCH, 1951 


Homeowners right in your area are going to be ex- 
posed to this powerful program of Flintkote Adver- 
tising. You’ll profit by tying-in with it. 


To help you do just that . . . you will have lots of 
convincing new literature for your use. Hard-hitting 
dealer helps . . . envelope stuffers . . . samples... 
counter salesmen . . . they’re all there, ready to help 
you sell. 


Be sure you get full details from your Flintkote 
representative next time he calls. Or, if you’re in a 
real hurry, write us. We’ll rush complete informa- 
tion . . . so you'll have plenty of time for planning. 


THE FLINTKOTE COMPANY, Building Mate- 
rials Division, 30 Rockefeller Plaza, New York 20, 
New York. 


FLINTKOTE 


Ras whe ole plead of demi cod no more! 
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Simple in architectural 
lines, the new sales-office 
building of the Foster Lum- 
ber Company in Goodland, 
Kan, was designed for func- 
tional storage and display 
of building materials. 


Kansas line firm designs and builds 


MODEL RETAIL YARD 


“MODEL” is the word to describe 
the new retail building material 
establishment of the Foster Lum- 
ber Company in Goodland, Kansas! 

From front to back, and from 
side to side, this modest yard is 
arranged and equipped to store 
and display a maximum of build- 
ing materials in a minimum of 
space, whether the weather be 
high summer heat or sub-zero win- 
ter cold. 


Due to the weather extremes in 
western Kansas, the Foster 
Lumber Company planned its 
double lumber shed and stor- 
age building to protect more 
“perishable” stocks. Angled 
out over the catwalk, the roof 
of the lumber shed, above, is 
distinctive. Doors enclose crit- 
ical items in the front-end bins. 
Similar materials are grouped 
for safe, compact storage in the 
warehouse, seen at right. The 
doors slide to permit access to 
room holding needed supplies. 


Out of 77 years of experience in 
wholesaling and retailing lumber 
and other building materials, the 
Foster Lumber Company designed 
this model yard in Goodland with 
a view toward the twin goals of all 
progressive firms—good house- 
keeping and good service. The re- 
sult of all the planning was the 
spotless yard and buildings shown 
in photographs and plotted on the 
ground map in these pages. 
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This Foster Lumber Company 
plant is set only one-half block off 
of Goodland’s main street. It oc- 
cupies property of only 140 by 225 
feet. 

The office building in center, 
and the large, enclosed warehouse 
on right both built of tan 
brick. 

Located in center of the two 
driveways that serve the U-shaped 
storage and loading area of the 
yard, the office building contains 
executive and sales offices and the 
retail showroom. The latter houses 
the hardware, paint, tools, and nail 
departments, and also samples of 
other building materials sold by 
the Foster Lumber Company here. 
A fluorescent system supplies 55 
footcandles of illumination behind 
the four display windows of this 
43x36-foot structure. 

The concave entrance to the 
store is made of glass blocks—and 


are 





so is a vertical panel across the 
handsome storage building at the 
right of the adjacent driveway. 

Located behind the office build- 
ing in the center of the yard is a 
double lumber shed with two 
decks facing both driveways, This 
33x138-foot building is separated 
into 16 bins, on both sides and in 
both decks, that are 1114 feet deep. 
This makes a total of 64 bins in 
this lumber shed! 

This is the type of lumber shed 
that the Foster Lumber Company 
has standardized on in all of its 
yards, because this kind of shed 
has been found satisfactory for 
protecting lumber from the ex- 
treme weather conditions of west- 
ern Kansas, according to Harold 
S. Mangus, traveling auditor for 
the firm. 

At the front end of this par- 
ticular shed, facing northward 
next to the office building, sliding 
doors protect the more “perish- 
able” building materials stored in 
the bins. These doors may be 
trundled down overhead rails to 
protect any section from inclement 
weather, ia 

As seen in the photographs, the 
double lumber shed is designed so 
that the catwalk for the upper 
deck on each side is braced by 
framing members that slant from 
the roof inward at a 15-degree 
angle. This construction affords 
greater protection for the stock 
- and for employees handling it. It 
also adds a modernistic touch ts 
an ordinarily prosaic structure. 

The design of the double-deck 
shed makes it easy to keep stock in 
order and to enjoy good house- 
keeping in what ordinarily is the 
untidiest building or section of u 
lumber yard. 


(See MODEL YARD page 60) 


Curtis Butts, Goodland yard man- 
ager of the Foster Lumber Company, 
is “tickled pink” over his new office, 
store, storage buildings, and yard. It 
exemplifies the freshness and good 
housekeeping that modern home- 
makers appreciate, he says. 
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Located to the left of the sales-office building, across the 27-foot drive- 

way from the lumber shed, the concrete platform shown above holds 

bulky, hardy materials not subject to weather hazards. Each type of 

material has its assigned location, and employees conspire to see that all 

stay in place. The ground plan for the Goodland, Kan., yard of the Foster 
Lumber Company is reproduced below. 
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To slash cost of handling bulk materials, 


this dealer uses a 


By Sam Carson 


FOR THE HANDLING of large 
quantities of sand, gravel, coal, or 
other loose materials, a wheel- 
type loader is just the thing! You 
can see for yourself how this kind 
of machine shortens delivery time, 
saves labor costs, and conserves 
the energy of yardmen, by drop- 
ping around to the Hibbler-Barnes 
Company the next time you are in 
Chattanooga, Tennessee. 

Let’s tour this company’s yard 
with John A, Maycann, Jr., presi- 
dent and general manager. A 
voice on the yard loudspeaker 
says, “Bring up a load of sand.” 

A dump truck rolls up to a 
mountain of sand next to the rail- 
road siding, With its bucket poised, 
the loader jockeys up to the pile. 
The loader takes several bites out 
of the pile, making a sharp back- 
ward turn after each scoopful to 
empty its load into the truck. 

Five minutes from the time the 
order came to the yardmen the 
truck with its cargo of sand rolls 
across the scales! Moments later 


the truck pulls out of the yard on 
its way to the customer. 

This smooth, rapid operation 
was just another routine job for 
the wheel-type loader—‘work 
horse” of the Hibbler-Barnes Com- 
pany. 

Maycann has always taken pride 
in his company’s quick delivery 
service. When the order is for 
sand, gravel, or coal, he asserts, it 
is the company’s loader that makes 
the difference between ordinary 
and extraordinary service. 

Maycann explains the loader’s 
virtues: “The loader cuts the de- 
livery time of sand, gravel, and 
coal at least in half. For instance, 
it can load as much sand in five 
minutes as two men can in an hour. 
And it saves labor costs, too, be- 
cause it takes only one man to load 
a truck with the loader, while it 
would take at least five or six men 
working with shovels at top speed 
to do the same job as fast. 

“Another reason we like the 
loader around here is because it 
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saves the backs of the workers. 
When a yardman loads three yards 
of sand by shovel in the morning 
it tires him for the rest of the day. 
By conserving the strength of the 
men in the yard you keep them 
more willing and able to do their 
manual tasks.” 

When it comes to loading coal, 
“old bucket-nose” is just what the 
doctor ordered, Coal is a major 
wintertime item for Hibbler- 
Barnes, with fastest turnover in 
stoker coal. But the loader handles 

(See MOTORIZED LOADER page 79) 


The most versatile employee 
the Hibbler-Barnes Company 
has in Chattanooga, Tenn., is 
not aman...ora woman... 
but the wheel-type motorized 
loader seen in action above 
and below! Its five-foot-wide 
bucket scoops up 3/4 cubic 
yards of sand, coal, or other 
bulky materials, and loads 
them in trucks in a jiffy! A 
crane hook, in place of the 
bucket, permits the machine to 
haul long lengths of soil pipe, 
poles, and other large items. 





Two war veterans are putting it over with 


NEW MERCHANDISING IDEAS 


By Bill Abbott 


MOTORISTS driving along a main 
highway in the suburbs of Tampa, 
Florida, are attracted day and 
night by a cluster of neat, modern- 
istic buildings at 3500 Henderson 
Boulevard. At first glance they 
appear to be a well-kept tourist 
court or a new home. 

However, a large sign soon 
identifies the layout as a lumber 
yard: ‘“Lumberville — Building 
Supplies.” 

This unusual store was the idea 
of two aggressive young World 
War II veterans. Owners Charles 
E. Mason and Charles L. Brown 
have operated Lumberville for 
more than a year and have found it 
profitable to the extent that they 
are expanding. 

Their sales promotion is directed 
at customers of middle and higher 
incomes. In fact, they are con- 


Display shelves, seen at right, are 
made in small units that can be re- 
arranged for variety. They are paint- 
ed in pastel shades to show the ef- 
fect of paints carried in stock. The 
large picture window is the brand 
that the company sells for homes. 
The highway sign, seen through the 
window, also is changed frequently. 
At first glance, the Lumberville 
plant appears to be a modern tourist 
court or rambling new home. 


fident that recent government 
curbs on credit will be a help, in- 
stead of hindrance, to their sales 
program. 

So far they have proved—to 
themselves, at least—that some 
generally accepted rules of mer- 
chandising can be successfully 
broken. 

They disregarded, for example, 
a theory that a building supply 
business should be on or near a 
railroad siding. 

They declined to follow the 
usual practice of locating in a 
business or industrial area. 

They left the city for a suburban 
residential section. And, most im- 
portant of all, they decorated their 


store in such a manner that it at 
tracts the attention of passersby. 

Some estaolished building sup- 
ply dealers frankly and sincerely 
discouraged their idea at first. 

It was argued that their capital 
investment was too large for 
the sales that could be developed 
from a suburban neighborhood 
with no other major businesses 
nearby. It also was pointed out 
that merchandise would have to be 
hauled a long distance from rail- 
road delivery points to the store. 

But these advisors failed to take 
into account the value of a pre- 
sentation of building supplies in a 
homelike setting, and the adver- 
tising appeal of an alluring estab- 





lishment located on a main high- 
way and flood-lighted at night at 
a cost of about $25 a month. 

More than three miles from 
downtown Tampa, Lumberville 
has the advantage of easy parking 
for customers. It takes just a few 
minutes longer to drive there 
from any part of the city in free 
flowing traffic than it would to 
reach more centrally located sites 
in traffic congestion. 

As for haulage from a railroad 
siding, the young owners have an 
answer for that, too. 

“Once you load a truck from a 
railroad car,’ Brown pointed out, 
“it costs just a little more to drive 
it across town than to drive it 
across a yard. It has to be loaded 
and unloaded in both cases, The 
distance between is not a great 
factor.” 

Lumberville’s owners then ex- 
plain that the type of customers 
they seek are more apt to be 
drawn to a quiet, spacious, sub- 
urban site than to one in a crowded 
and less attractive section. 

“In addition to the contractor, 
the carpenter, and the man who 
builds his own house, the custom- 
ers we want are those who have 
their repairs and modernizations 
done by others,” Brown empha- 
sized. 


“Lumberville” —lo- 
cated on a highway 
out of Tampa, Fla. 
—attracts attention 
both night and day 
with its attractive 
appearance, as seen 
in top photos. Sheds 
and warehouse, 
right, in the rear of 
the main office also 
are spotlighted each 
night by the flood- 
lights. 


Lumbervijle 
BUILDING SUPPLIES 
way 


“We believe that these middle 
and upper-bracket income people 
offer a market that is still to be 
fully developed. We are aiming our 
sales effort at them.” 

Mason and Brown are convinced 
that credit curbs will be an ad- 
vantage to this type of trade, be- 
cause when new building is dis- 
couraged, improvements and re- 
pairs will be accentuated. 

As building contractors them- 
selves, the two veterans designed 
Lumberville more than a year ago 
to feature modernizations and re- 
pairs—for just such an eventual- 
ity. Subsequent events have re- 
warded their foresight beyond 
their expectations. 

“We built Lumberville first to 
supply ourselves, keeping in mind 
what we saw as a great future 
market,” Brown explained. “Now 
we are devoting our full time to 
retailing building supplies.’ This 
approach provides an easy expla- 
nation to the display in use of 
many of the items being offered 
for sale. 

Except for its sign, Lumberville 
looks like a pleasant new home, 
landscaped in front, with young 
trees growing beside its jalousied 
door. At both sides, driveways lead 
into the rear where its shell-sur- 
faced yard is half encircled with 
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warehouses for lumber and other 
heavy items 

Installations in the main build- 
ing effectively display other mer- 
chandise. Prospective customers 
see steel windows used in several 
sizes and arrangements, including 
a corner installation and a picture 
window providing a view of the 
highway 

“Seventy-five per cent of the 
new homes recently built in 
Florida have steel windows,” said 
Brown, “and many are being in- 
stalled in older homes. Nearly 
every modernization job calls for 
steel windows. We show them here 
just as they would appear in a 
customer’s home. The _ installed 
windows are much more appealing 
than if shown before installation.” 

But this does not mean that 
Lumberville does not also stock 
and push wood windows. One of its 
best items is a pre-assembled wood 
window unit, complete with sash 
balances and screens, 

Lumberville stocks as many 
items as possible that are pre- 
assembled and packaged. One 
popular seller is packaged door 
trim, each package complete for 
one door 

Display shelves are made into 
small portable counter-high units 

(See LUMBERVILLE page 29) 








SAM R. HILL, of Tyler, Texas, re- 
cently estimated that his building 
supply company holds customer 
notes totaling $500,000. 

And although Hill does not know 
what the exact percentage is, he 
believes that at least 90 per cent 
of the transactions by the Sam R. 
Hill Lumber Company are on the 
basis of credit to customers. He 
has been a firm believer in liberal 
credit ever since he founded his 
own company on credit 28 years 
ago. 

Back in the early days when 
Hill was struggling to make ends 
meet, a Southern mill that also 
has since grown and _ prospered, 


Profits from policy of 


LIBERAL 
CREDIT 


By Baron Creager, S. W. Editor 


shipped a $50,000 stock of lumber 
to Hill on credit. At about the same 
time, a Northern manufacturer ex- 
tended an $18,000 line of credit, 
even though Hill didn’t know how 
he would be able to pay his bills. 

“Make us up some notes,” pro- 
posed the manufacturer. “If you 
see that you can’t pay a note when 
it will be due, send us another note 
with the interest due.” 

Sam Hill concluded the deal and, 
although in the early life of his 
company he was once in debt 
$150,000, he denied himself and 
his family everything but the bare 
necessities until the debt was paid. 

Now the Sam R. Hill Lumber 


Company owns four blocks of city 
property in Tyler. Part of this is 
occupied by an expanded five-acre 
enterprise including a mill. The 
firm owns an additional 18-acre 
tract that will be developed for 
warehousing. 

Hill’s company even makes the 
weekly payrolls for contractors 
who build churches, schools, and 
large buildings. Hill is personally 
responsible for a great amount of 
residential construction, built with 
the help of his easy credit. 

“It is my firm belief that we 
have been responsible for the 
building of more Tyler homes than 
any other firm. Some were pur- 


Shown at top of page seated in his office at the 
fancy carved desk that was made in the Sam R. 
Hill Lumber Company’s own millwork plant, 
Hill is always glad to discuss credit with any 
customer—especially those building low-cost 
homes. Having been extended as mvch as 
$150,000 credit by suppliers during the depres- 
sion, Hill believes his liberal credit policies are 
chiefly responsible for the company’s rapid 
growth. In these pictures, the front entrance of 
the store is seen from a corner view and—in 
the oval—lighted up inside at dusk. The mill 
and warehouse extend behind other stores. 





chased from us on the basis of five 
dollars a month. They are all paid 
for,” Hill said. ‘ 


“We hardly ever have a credit- 


loss, largely because we have been 
here so long and have grown up 
with the community. We have fi- 
nanced some families from the 
cradle to the grave and probably 
will continue doing so. 

“We have given service and we 
have kept the confidence of the 
public. That has been responsible 
for our steady growth. Aside from 
operating largely on a credit basis, 
my only rule for doing business is 
to make a consistent effort to ren- 
der service and keep public confi- 
dence. That involves going to the 
extreme to convince the customer 
you are trying to help him. Our 
credit policy, perhaps, is the result 
of that extreme.” 

An accident on a construction 
job in 1922 is responsible for Tyler 
and Texas getting this outstanding 
lumberman and humanitarian. 

On this job Sam Hill broke an 
arm. After it had mended, doctors 
told him he would be unable to 
resume construction work for an 
extended time. Thereupon he 
bought a boxcar load of lumber. 


This lumber was sold fromthe 
back yard of his modest home, Al- 
though Hill immediately realized 
a profit, he continued to operate 
from his home until] 1928. Then he 
opened for business in a galvanized 
building at his present site on East 
Erwin Street. This building has 
been remodeled or enlarged 22 dif- 
ferent times. 

The last expansion occurred late 
in 1949, when the Sam R, Hill 
Lumber Company held “open 
house” in its newly-enlarged re- 
tail and wholesale plant. 

When Hill launched his business 
in 1928 there were four employees. 
Now there are 100, all of whom 
benefit from the founder’s altru- 
ism. 

After an employee has served 
for three months both he and his 
wife are eligible for complete hos- 
pital service, including surgery, at 
company expense. And if an em- 
ployee dies, the closest beneficiary 
receives $1,000 im cash. 

The Hill plant includes an at- 
tractive and expansive retail store. 
But Hill does not believe the re- 
tail store is largely responsible for 
his volume, of traffic. Traffic seems 
to be aimed more specifically to- 
ward the office window marked 
‘notes,’ and toward the desks 
where histories are recorded and 
where credit generally is extended 
readily to low-income families, 


Attractive plywood drawers, identified by samples of wallpzper framed 

on the front of ‘each drawer, line the wall of the wallpaper department. 

The convenient stand holding the sample book allows customers to con- 

sider various paper patterns leisurely. The interior, seen below, shows 

how paints, hardware, and similar items are neatly kept on circular 

island displays. The wide aisles maintain an uncluttered appearance and 
permit customers to find merchandise more easily. 





LUMBERVILLE, INC 
(From page 27) 


for easy rearrangement and varia- 
tions. They are painted in different 
pastel shades to show paint colors 
in practical use. Cabinets and some 
appliances are featured in the 
kitchen. A variety of modern 
coverings are used on the interior 
walls and floors. 

At one side of the display room 
is a recessed space in the wall for 
doors that can be easily slid out 
for showing. In a rear corner is a 
counter where yard salesmen can 
complete their sales with the 
cashier without going into the 
room. 
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Warehouses in the yard are kept 
as orderly as the display room. All 
lumber is kiln-dried. All- mer- 
chandise is kept under shelter. 

In going after business from cus- 
tomers who have their building 
done by others, Lumberville is de- 
veloping a unit service. A cus- 
tomer tells the personnel what he 
wants and they figure the unit cost 
of both labor and materials. 

“We keep a list of reliable 
craftsmen, and will arrange fi- 
nancing and other details of any 
customer’s modernization or other 
building requirements, from start 
to finish,’ asserted Brown. “That 
type of transaction is our specialty. 
We believe it will grow in the 
months ahead.” 
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Modern handling, matching methods 


BOOST BRICK PROFITS 


A BIG FACTOR contributing to 
the high profits in the $2,000,000- 
_ a-year business of the Cushwa 
’ Brick and Building Supply Com- 
» pany is its use of material handling 
equipment throughout its plant. 

In addition to merchandising a 
variety of buildmg materials, this 
’ Washington, D. C., firm makes its 
own high grade of bricks. It is 
noted for being able to match any 
brick made—either with its own 
products or with those of another 
manufacturer. 

“Manufacturing sand - molded 
face brick at Cushwa parallels 
processes of making brick 6,000 
years ago,” points out Vice-Presi- 
dent Durwood L. Boeglen. The 
clay is put into the molds, which 
are turned over on pallets. Sand is 
put into the mold for the same 





reason it was used several thou- 
sand years ago—to keep the brick 
from sticking to the mold. 

Costlier to produce, sand-molded 
brick require economic handling 
in order to keep costs down to 
meet competition. To reduce these 
handling costs, Cushwa_ started 
using fork-lift trucks and wood 
pallets in the handling of materials 
about 17 years ago. 

The mechanical handling of 
materials at Cushwa includes un- 
loading bricks and other materials 
from the freight cars at a private 
siding behind the warehouse. 

This is done by brick tongs 
which hold 10 bricks at a time. 
Bricks and materials either are 
piled up in the yard to await de- 
livery to a construction job, or are 
moved into the warehouse by 





The Cushwa Brick and Building Sup- 
ply Company has built up a repu- 
tation for being able to match old 
brick for remodeling or adding to 
buildings. Panels in the interior of 
the office seen here, display dif- 
terent brick samples. A salesman 
stacks up sample bricks here to show 
the customer how they will appear 
with aluminum windows. 


the fork-lift trucks. Often, they are 
loaded on a truck by fork-lifts and 
sent straight to a job. 

When materials are delivered to 
Cushwa by trailer, fork-lifts un- 
load the trailer. Materials stacked 
in the warehouse can be piled on 
pallets 12 feet high by means of 
these trucks, This permits piling 
materials higher and neater, and 
loading and unloading with half 
the manpower in half the time 
manual methods require. 

The sand-molded face brick is 
especially desired for schools, 
churches, institutions, and higher- 
priced homes. Its “softer,” ageless. 
appearance makes it hard to dis- 


(See BRICK PROFITS page 80) 


The Cushwea 
firm started us- 
ing material- 
handling equip- 
ment 17 years. 
ago and has kept 
its equipment up- 
to-date. These 
fork-lift trucks. 
permit material 
to be piled high- 
er, neater, faster,. 
and with only 
half the person- 
nel. At left, pal- 
letized materials 
are unloaded at 
railroad siding. 
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GILBERT and Lillie Rosenthal 
have made many business trips as 
officials of the Atlanta (Ga.) Lum- 
ber Company, but the one they 
may long remember as_ most 
worthwhile was that to the 25th 
annual convention of the Build- 
ing Material Merchants of Georgia 
in Savannah last spring. For it was 
there that their eyes were fully 
opened to the profitable usefulness 
of a fork-lift truck. 

And since SOUTHERN BUILDING 
SUPPLIES sponsored the materials 
handling show then, it is but 
natural that the reformation 
wrought in the lumber yard of the 
Rosenthals, should be presented 
here. 

The Rosenthals, who are seen in 
a photo on our cover this month, 


In new warehouses and paved 
yard, Lift Truck does job with 


ONE LESS TRUCK 


ONE 


for many months had planned to 
tear down their decaying, make- 
shift lumber and materials sheds, 
to replace them with modern ware- 
houses, and to remodel] their sales- 
office building. But it was only 
when they brought a fork-lift into 
their plans did they emerge with 
probably the South’s most compact 


LESS MAN? 


and efficient small building supply 
yard, 

Over a period of three months 
last fall, the Atlanta Lumber Com- 
pany carried on a substantial busi- 
ness in material sales while the 
old wooden sheds were torn down 
and the sales-office building was 
remodeled. The odd “E” shape of 
the two-acre lot at 319 Walker 
Street, S. W., at the conjunction of 
Peters Street, posed problems. But 
consultation of the owners with 
engineers of Steel Builders, Inc., 
resolved them. 

Nearly half of the lot-wide 
building at front was demolished 
to make way for a modern drive- 
way and a steel gate connecting to 
a new steel wire fence that en- 


The rearranged and renovated 
supply yard of the Atlanta Lum- 
ber Company is as modern and 
efficient as any small set-up in 
the South. Located in the 
Georgia capital at 319 Walker 
Street, S.W., it is pictured on 
these pages. With an aluminum 
front, the compact sales and 
office building is seen above. 
At left is the all-steel materials 
warehouse. In it building ma- 
terials are stored on pallets for 
easy handling by the two-ton 
fork-lift truck shown above. 
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In photo below, Frank Lappas and General Manager 
Gilbert Rosenthal check hardware stock in front of 
compact vertical storage bins. Holding builders hard- 
ware, paints, and paint accessories, the center bins 
can be locked up, thanks to the hanging doors. 





With the Spacesaver lift truck, Frank Lappas, ship- 
ping clerk for the Atlanta Lumber Company, 
whirls 2 — of ——— cag et 
out of the warehouse. Above, he uses the truck to The difference wrought in the buildings and facilities 
y v ages ak - Stee . = 
Mapnel to two pallets tach comaine aieet tou) of the Atlanta Lumber Company by the 1950 modern- 
feet. Flooring and other items are steelstrapped ization bd a aie vividly shown by these two pic: 
with the aid of the tools in foreground. tures below. Previously, the | Ww arehouses consisted 
of a jumble of makeshift wooden sheds. Now the 
lumber shed is the all-steel structure at bottom. At 
front the roof overhangs four feet and is 14 feet high. 
The shed bins are 16 feet deep. The yard is fenced in 
closes the yard. To support heavy with steel. The driveway is smooth, durable concrete. 
traffic, the driveway is made of 
five-inch concrete on reinforced 
mesh. It is 20 feet wide and 200 
feet long. This fall the driveway 
fence should be decorated with 
Cherokee roses and other plants 
that have been placed by a gar- 
dener. 

The front building, which is 25 
feet wide and an average of 40 
feet deep, was rearranged for 
showroom and offices. It has a 
new aluminum front and the firm 
sign of block letters is now 
mounted on the driveway side. 
The manager’s office was moved to 
the rear inside corner next to the 
parking court. It is equipped with 
fancy plywood walls, venetian 
blinds, and new metal furniture. 
Utility and rest-rooms were in- 
stalled. 

The old wooden sheds were re- 
placed with two new all-steel 
structures, opening on to the con- 





Meo? - ne eegenet fen 


weit hem re ; “i 
(See LIFT TRUCK page 82) a ht en eg gin $68 
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This merchandising promotion sells 


TWO KITCHENS A WEEK 


By Robert A. Latimer 


PROMOTION of eye-appealing, 
work-saving kitchens by the Long- 
Bell Lumber Company in Tulsa, 
Oklahoma, was so well carried out 
during 1950 that the firm aver- 
aged selling two kitchens a week. 

While Long-Bell had dipped into 
the kitchen remodeling field at 
several instances in the past, the 
1950 merchandising drive was the 
first really concentrated promo- 
tion by the firm, according to 
Joseph Haskew, kitchen depart- 
ment manager. 

Sparking the drive was this 
lumber company’s choice to Tulsa 
home-owners of either the all- 
metal Youngstown package kitch- 
en or an afl-wood Long-Bell 
kitchen. The wood units were 
styled by the Long-Bell company 
and are manufactured in its Long 
View, Washington, plant. Because 
of the appearance and perform- 
ance differences between these two 
types of kitchens and the wide 
variation in prices, Long-Bell has 
been able to sell package kitchens 
in almost every income bracket. 

Kitchens are given top billing in 
Long-Bell’s beautiful Tulsa store. 
Two walls of glass on the front 
and right side of the building give 
a clear view to passing motorists of 
both wooden and steel model 
kitchens, displayed back to back. 

Both appear on an elevated plat- 
form, near the right-front of the 


store. And each is completely 
worked out with appliances, wall 
cabinets, and decorative touches to 
show at a glance the beautiful in- 
stallations the firm offers. 

“Probably one of the most im- 
portant features of the display is 
the fact that we show our Long- 
Bell kitchen in natural wood 
finish,’ Haskew pointed out. “Be- 
cause all of the cabinets and wood- 
work throughout the kitchen are 
constructed of carefully selected 
edged grain, it is a simple matter 
to finish the entire surfaces in a 
natural finish, This provides a 
sharp variation from the usual all- 
white kitchen, and makes a strong 
appeal to home-owners who want 
something different. 


In addition to Youngstown all- 
steel kitchen units, the Long- 
Bell Lumber Company’s Tulsa, 
Okla., store features Long- 
Bell-manufactured wooden 
wall and base kitchen cabinets 
and accessories. The lid of the 
garbage can on the door, seen 
here, pops up as the door is 
opened. Just out of the picture 
is a built-in telephone desk. 
Circled below is the striking 
kitchen display in the glassed- 
in front window of Long-Bell’s 
Tulsa store. 


“We are finding a lot of success 
in suggesting to housewives that 
they get away from the traditional 
‘hospital white’ in kitchen design 
and install the warm, friendly at- 
mosphere of natural finish wood. 
So the largest percentage of our 
kitchen installations have featured 
this finish.” 

Kitchen 
many forms at 
Bell branch 

First, each kitchen is advertised 
separately, an average of twice a 
month in display ads that invite 
Tulsa home-owners to take ad- 
vantage Long-Bell’s “free 
kitchen planning service.” Photo- 
graphs of finished installations are 
always used, with copy pointing 
out the advantages of FHA financ- 
ing, the multiplicity of kitchen 
types that Long-Bell can design 
and install, and the fact that the 
company does all its own installa- 
tion work “on a single invoice.” 

Newspaper articles on Long- 
Bell kitchen installations appear 
frequently on the homemaker’s 


promotion has taken 
the Tulsa Long- 
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pages of Tulsa newspapers. The 
store’s public relations department 
prepares the articles and delivers 
them to newspaper editors. 

“We are even considering tele- 
vision, which we feel would be an 
ideal medium for presenting ‘be- 
fore and after’ photography of 
kitchen installations,” asserted 
Haskew,. “Probably we will use 
films which show the entire 
process of putting together a pro- 
posed kitchen with miniature 
models, presentation of the sketch, 
and the actual work of installa- 


Direct mail, in the form of 
stuffers on both types of kitchens 
sold, goes out regularly to home- 
owners in monthly _ invoices. 
Broadsides are aimed at specific 
income groups through the city. 
The direct-mail program is simple 
to manage, inasmuch as folders 
prepared by the Youngstown man- 
ufacturer are used for the most 
part. 

Selling operations are headed by 
two specially-trained salespeople 
—Haskew, himself, and one ex- 
pert woman who doubles as both 
saleslady and demonstrator. “The 
selling system follows the process 
recommended by manufacturers,” 
Haskew said. : 

“When a prospect calls in— 
with interest whetted by news- 
paper advertising, a mailing piece, 
or some other source—one of us 
visits the home, estimates the cost 
of the installation or remodeling, 
and translates the compiled in- 
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formation into a perspective draw- 
ing that helps the prospect see his 
finished kitchen. 

“We utilize two methods in 
helping a housewife plan her 
kitchen effectively. 

“One is a complete miniature 
kitchen, with tiny plastic cabinets, 
sinks, refrigerators, and work sur- 
faces. She uses these to work out 
the type of kitchen she would like 
to own. Walls in this miniature 
kitchen adjust to make the length 
and width of the floor space 
exactly equal in scale to that in 
her home. 

“In the other method, the sales- 
man sits down and makes the 
sketch actually in the old kitchen, 
substituting new cabinets for 
blank walls, a new double sink for 
an old-fashioned single unit. In all 
cases, we make up a really hand- 
some presentation, worked out 
down to the last inch of detail. 
which we find makes an excellent 
impression on the prospect. Inci- 
dentally, the sketches remain our 


Whenever a prospect for a new or 
remodeled kitchen shows enough 
interest, the Long-Bell Lumber Com- 
pany draws up plans to scale that 
show how each unit will fit. Two 
crews are kept busy installing these 
kitchens. When the job is done, 
three follow-up visits by the sales- 
man insure customer satisfaction 
and good will—and help discover 
new kitchen prospects! 
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property until the installation is 
made, to prevent a competitor 
from using our plans.” 

Long-Bell’s demonstrator-sales- 
lady has sold dozens of kitchens 
through serving as a guest speaker 
on kitchen-installation topics at 
such women’s meetings as society, 
association, and church affairs. 
She is furnished by Long-Bell, at 
the group’s request, to answer 
questions on kitchen planning, to 
work out various effects with the 
miniature planning kit, and other- 
wise to help the many housewives 
who make up such groups. 

“At one time, we solicited this 
type of demonstration,” Haskew 
recalled. “But now the service has 
become so popular that our sales- 
lady is booked up for weeks in ad- 
vance, 

Actual installations are made by 
two complete crews on the Long- 
Bell payroll. Both consist of versa- 
tile carpenters and _ installation 
men, who can handle the job of 
ripping out old walls, woodwork, 
plaster, and installing everything 
except electrical wiring and 
plumbing, which is sub-contracted. 

The entire bill for the kitchen 
is presented on a single invoice. 
Long-Bell always “makes its dead- 
line” because the company has 
found it exceedingly important to 
its good-will to have the kitchen 
installed and ready for use on the 
date promised. That is why Has- 
kew is careful to allow plenty of 
time leeway in signing the con- 
tract. 

When the kitchen finally is in- 
stalled and payments have begun, 
the Long-Bell Lumber Company 
still does not consider the incident 
closed. Instead, the kitchen sales- 
man is required to make a call one 
week after the installation; again 
45 days later, and again after 90 
days. 

These three calls, during which 
final adjustments are made, help 
to cement good-will between the 
building materials firm and the 
home-owner, Moreover they pro- 
vide a stream of new prospects! 


“More Trees’ for S. C. 


Backed by the American Legion, 
a “More Trees” program is under 
way in every county in South 
Carolina. Purpose of the educa- 
tional campaign is to increase cash 
income of South Carolina’s wood- 
land owners through wise forest 
management and regular tree 
harvests. 
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Smartly designed, lighted, and 
equipped, the Color Bar at the 
Terry Road Lumber Yard in 
Jackson, Miss., is an oasis for 
customers who are thirsty for 
distinctive colors and tints of 
paints to match their home fur- 
nishings, draperies and carpets. 
At right, Mrs. Winfred Swales, 
the department manager, helps 
a homemaker pick out paint 
colors she saw in HOUSE 
BEAUTIFUL magazine. 


Dealer makes more 
sales of paints— 


Custom 
Mixed! 


JOEL G. KING was ready to dis- 
continue the paint line in the Ter- 
ry Road Lumber Yard in Jackson, 
Mississippi, in the fall of 1948—in- 
stead of expand the department. 
There just wasn’t enough turnover 
or profit from selling packaged 
paint any more. Customers—espe- 
cially women—were always asking 
for some fancy new color not found 
in the ready-mixed catalog. 

But a good salesman will never 
lose an account, especially when 
he knows his product is good or 
greatly improved because of 
changes in it. And that’s the way 
it was with the salesmen of the 


Martin-Senour Company and its 
local jobber, Orgill Brothers and 
Company in Memphis. They were 
not looking for cancellations; they 
were trying to multiply sales. 

And so they told Joel King all 
about their revolutionary new 
paint approach—the custom-mix- 
ing of paint in a Color Bar to the 
satisfaction of a customer’s most 
sensitive paint tastes. 

“That might be all right for a 
department or interior decorators’ 
store,” conceded King, “but never 
for a lumber yard!” 

“But you'll have something dif- 
ferent, and the only one in the 
thriving Jackson trading area,” ex- 
plained the suppliers. “Color Bars 
are making money elsewhere, and 


one will make you more profits!” 

Still unconvinced, King finally 
agreed to let the men put in the 
custom-color equipment and stock. 

Six months later, Joel King now 
admits, you couldn’t take the Nu- 
Hue Color Bar away from him or 
his firm! In fact public response 
to the new kind of paint service 
prompted King to expend over 
$5,000 to make the Terry Road 
Lumber Yard’s paint department 
the most attractive and convenient 


Modern sofa and chair, grouped 
around a magazine table, beckon 
women to pause and browze through 
the shelter magazines there. Colors 
featured in the magazine can be 
found in the paint directory and 
charts—and then duplicated from 
the color laboratory in background 
of picture at left. The desired colors 
are mixed “while yeu wait,” as 
shown above. Ingredients are dis- 
pensed from the 12 cylinders of tint- 
ing colors, vehicles, and extenders. 


35 











in the paint, hungry Mid-South! 

This firm’s purchase of paints in 
1948 amounted to $7,925.15. With 
the assistance of a Color Bar, this 
figure advanced in 1949 to $20,- 
587.41, and in 1950 this figure rose 
to $29,184.90. And King says sales 
are growing month by month as 
homemakers and paint contractors 
—not only in Jackson but for one 
hundred miles around—hear about 
this dealer’s ability to match any 
color or provide desired harmoniz- 
ing colors for the most modérn or 
antique purpose. 

But King is the first to admit 
that just any salesperson can not 
successfully operate a Color Bar. 
Besides ordinary sales ability, this 
job also requires a practical knowl- 
edge of basic colors, the mixing of 
paints, and the selection of desired 
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The paint department of the Terry 
occupies the right side of the store building 


Jackson, Miss., 


shown above—with its own entrance door. 
Winfred Swales, seen at right with Joel King, 


ager is Mrs. 
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colors from the manufacturer's 
sales aids. 

This was a job peculiarly suited 
to a woman with a flair for, and an 
interest in, interior decoration. 
Dealer King knew just the home- 
maker who wanted a business ca- 
reer, and so he employed Mrs. 
Winfred Swales. 

She has made it a point to read 
all the literature and sales aids 
that explain and sell custom colors. 
She mastered the Nu-Hue direc- 
tory and plexiglas charts of 1,000 
different colors and tints, all in- 
tegrated and identified into a mod- 
ern scientific paint service. Each 
individual color has its own formu- 
la card, provided by paint manu- 
facturer, 

Subsequently, Mrs. Swales has 
learned the meaning and use of the 





Road Lumber Yard in 


The paint man- 


manager of the firm, checking their inventory of tinting pig- 


ments. 
water cooler, as seen above, 


Rest-rooms for both men and women and an electric 
are popular customer conven- 


iences. They draw customers through aisles and wall] displays. 
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Color Harmony manual, published 
by the Container Corporation of 
America. This directory contains 
another 943 colors on removable 
chips that are finished gloss on one 
side and flat on the other in iden- 
tical color. 

The mixing formula is obtained 
from the directory or manual from 
which the desired color or tint is 
selected. The mixing laboratory 
consists of nine two-gallon cylin- 
ders and three five-gallon cylin- 
ders, and a pin-point balance 
scale. The small cylinders hold and 
dispense six basic tinting colors, 
one graying agent, one tinting 
enamel, and Mix-x, which is a pig- 
ment extender. The large cylinders 
hold and supply the basic white 
vehicle for gloss, satin-gloss, and 
flat wall paint. 

Custom-mixed paints naturally 
cost more and involve more serv- 
ice on the part of the dealer, hence 
they bring higher and more profit- 
able prices. In fact, Manager King 
expects to clear the investment in 
his Color Bar during this third 
year of its operation. 

The great emphasis on individ- 
ualized color schemes in homes and 
other quarters since the war, with 
several class shelter magazines in- 
troducing and promoting new col- 
ors and tints, has mushroomed a 
market for custom-mixed paints. 


(See CUSTOM MIXED page 85) 
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“BY 1950, the betterment of hous- 
ing conditions in the United States 
had become recognized as a nation- 
al responsibility,” asserts a new 24- 
page booklet issued here recently 
by the Housing and Home Finance 
Agency. Its title: “A Summary of 
the Evolution of Housing Activities 
in the Federral Government.” Its 
cost: 10 cents a copy from the Su- 
perintendent of Documents, Gov- 
ernment Prrinting Office, Wash- 
ington 25, D.C. 

“For the first time in its history,” 
the HHFA booklet continues, ‘this 
nation had adopted a national hous- 
ing policy which establishes a 
sound, practical relationship be- 
tween industry and government, 
and clearly defines our national 
objective as the realization of a 
decent home and a suitable living 
environment for every American 
family. 

“It recognizes the basic impor- 
tance of a strong, private-enter- 
prise operation, firmly supported 
by government to serve most of our 
needs, and the responsibility of 
government to assist local com- 
munities to remove slum conditions 
and house their low-income fam- 
ilies.” 


CONCURRENCE of private-en- 
terprise leaders in this federal 
housing concept is difficult to find, 
even though a new record was set 
during 1950 in both houses started 
and completed in this country. 

With a tremendous market for 
privately-built individual homes 
hemmed in only by the mortgage 
credit terms of Regulation X and 
certain materials restrictions, the 
industry is surprised that during 
the fiscal year starting July 1, 1951, 
the president estimates that: 

1. Some $65 million will be ex- 
pended under the Slum Clearance 
and Urban Redevelopment law 
“primarily for planning advances 
and temporary loans for acquisi- 
tion of sites.” 

2. Construction of an estimated 
75,000 new units will be started 
under the low-rent public housing 
program. 

3. New loans for federal-fi- 
nanced farm housing will be held 
to less than $25 million. 

However, the president is being 
more realistic during the defense 
emergency in two other respects. 
He has suspended interest-free re- 
payable advances to state and local 
governments for  public-works 
planning except where related to 
defense or essential civilian re- 
quierments. He has released only 
$40 million of the $300 million loan 
program for college housing, and 


this must be used only for student 
and faculty housing contributing 
to the defense effort. 


“SUSPENSION of the govern- 
ment’s proposed program of 75,000 
subsidized low-rent housing units 
this year would free large quanti- 
ties of copper, brass, aluminum, 
steel, and other vital materials 
which that program otherwise 
would consume,” declares Frank 
W. Cortright, executive officer of 
the National Association of Home 
Builders. 

“Such a move would open up an 
additional 75,000 new private 
homes for rental or purchase by 
defense workers, and would also 
reduce the federal tax burden.” 

Norman P. Mason, past-presi- 
dent of the National Retail Lum- 
ber Dealers Association and chair- 
man of the Construction and Civic 
Development Department Commit- 
tee of the Chamber of Commerce of 
the U. S., last month urged the 
Senate Banking and Currency 
Committee to postpone action on 
defense housing legislation (S.349). 

He told the senators that “the 
bill before your committee pro- 
vides all of the measures for de- 
fense housing found necessary in 
World War II. In some respects 
these powers are exceeded. As the 
future unfolds, it may become nec- 
essary to revive these powers. But 
it is not necessary because the 
full dimensions and character of 
the rearmament program are still 
far from clear. Even more indefi- 
nite are the new housing needs 
that will result from this program. 

“To a considerable number of 
defense workers, the shift to de- 
fense work will not involve a 
change in living quarters. In 1950 
a total of 1,400,000 new dwelling 
units were constructed in this coun- 
try, almost entirely by private in- 
dustry. 

“Then, too, men and organiza- 
tions responsible for this accom- 
plishment are ready, willing, and 
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able to build as many additional 
dwellings as may be needed for 
the defense effort.” 

NRLDA’s Executive Vice-Presi- 
dent H. R. Northup pointed out the 
fact that relaxing of housing credit 
curbs to meet part of the housing 
need at the new Atomic Energy 
Commission installations at Aiken, 
S. C., and Paducah, Ky., was proof 
that defense housing needs can be 
met within the framework of ex- 
isting laws and controls. 


RETURNS under the Excess 
Profits Tax of 1950 must be filed 
with Bureau of Internal Revenue 
by March 15. Corporations with ex- 
cess profits net income of $25,000 
or less are not liable for such tax, 
but may be required to file Sched- 
ule EP (Form 1120). 

Instead of raising taxes another 
$10 billion as requested by Presi- 
dent Truman “to help balance the 
budget,” the U. S. Chamber of 
Commerce has recommended that 
non-military spending be slashed 
at least $7 billion. Among the spe- 
cific cuts suggested to make up 
this total is $300 million in housing 
subsidies. 


ANOTHER CMP — Controlled 
Materials Plan like that used dur- 
ing the last World War—is being 
readied by defense agencies here 
for inauguration July 1. It would 
ration steel, aluminum, copper, and 
possibly other critical materials on 
the basis of their use in defense 
materiel and equipment first, and 
essential civilian goods second. 


A CLIMATOLOGICAL ATLAS 
of the United States based upon 
existing data is of immediate 
urgency to this country, according 
to a resolution adopted by the 
Building Research Advisory Board 
here. The group’s Committee on 
Climatic Research is urging the ap- 
propriate federal agencies and 
the Department of Defense to give 
such a weather atlas high priority 
for action 
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REGIMENTATION of the American 
economy proceeded apace during 
February and into March with more 
credit, production and construction 
curbs, and more wage and price con- 
trol orders. 

The Federal Reserve Board amend- 
ed Real Estate Credit Regulation X 
on February 15 to limit maximum 
loans on non-residential structures 
other than schools, churches, hos- 
pitals, and government buildings, to 
50 per cent of the value of the prop- 
erty. Maturities are limited to 25 
years. Amortization of mortgage 
loans on such property is required. 

The Wage Stabilization Board, Eco- 
nomic Stabilization Agency, has is- 
sued more general regulations to 
amend or take exception to the gen- 
eral wage freeze under General Wage 
Stabilization Regulation 1. General 
Regulation No. 3 provides that wages 
may be increased in any instance up 
to statutory minimums as set hy fed- 
eral (75 cents an hour) or state law. 


WSB General Regulation 5 permits 
wage increases for “merit” and 
“length of service” and “promotion 
or job changes carrying increases.” 
It in effect relaxes the basic WSB 
regulation. 

The ESA’s General Ceiling Price 
Regulation was “interpreted” on 
February 15 to hold that “chain” or 
“line” stores which customarily are 
operated as separate units and set 
their own prices must be regarded as 
separate sellers, and therefore must 
determine ceiling prices individually 
under the regulation. 


Supplemental Regulation 1 to 
GCPR spells out price exemptions 
for Federal Government purchases 
of military and strategic commodi- 
ties. 


ESA Ceiling Price Regulation 7 
was issued on February 27 to provide 
a “different type of price control for 
a large segment of the retail trade, 
covering a substantial share of the 
sales of department, apparel, furni- 
ture, mail order, and general mer- 
chandise stores.” Thus, it removes 
such establishments from provisions 
of GCPR. 

Only a few items covered by CPR 
7 are sold by building material deal- 
ers. These include window shades 
and venetian blinds, outdoor shades 
and awnings, kitchen and utility cab- 
inets, furniture for outdoor use, un- 
finished furniture, and hard-surface 
floor coverings. Section 3 allows the 
dealer whose total sales to ultimate 
consumers of all articles covered by 
this regulation amount to less than 
$20,000 a year, to continue fixing 
ceiling prices under the GCPR. But 
once this choice is made, it can not 
be altered. 

NPA Construction Order M-4 was 
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CONTROLS that 


may atfect Your Business 


amended twice during February. The 
first alteration exempted broadcast- 
ing structures and printing estab- 
lishments from the restrictions of 
the order, and clearly defined an “of- 
fice building.” 

M-4 was amended on February 17 
to permit an increase in expendi- 
tures for alterations and additions to 
hotels and office and loft buildings. 
Such structures may now be im- 
proved at a cost not to exceed 25 
cents per square foot of occupied 
space in a 12-month period. 

Eighteen Department of Commerce 
and NPA offices may now process 
applications for commercial construc- 
tion and to approve applications for 
adjustment, exception, or exemption 
from Construction Order M-4. The 
empowered offices include those in 
Richmond, Va.; Baltimore, Md.; At- 
lanta, Ga.; Kansas City, Mo.; St. 
Louis, Mo.; Dallas, Tex.; Denver, 
Colo., and Philadelphia, Pa. 


NPA Regulation 4 provides for 
maintenance, repair, and operating 
supplies and minor capital additions 
through a DO-97 rating for indus- 
tries, business firms, and institutions. 
MRO purchases during any one cal- 
endar quarter are limited to one- 
fourth of the firm’s dollar purchases 
for maintenance, repair, and operat- 
ing purposes during 1950. 

Small firms may use DO-97 ratings 
for MRO purchases up to $1,000 a 
quarter regardless of quota restric- 
tions. A minor capital addition may 
be made when the total cost of ma- 
terials does not exceed $750 for any 
one complete capital addition. 


NPA Regulation 2 was amended on 
February 27 to permit manufacturers 
working on defense orders to pro- 
cure jigs, dies, tools, and fixtures un- 
der DO rating. The NPA on Febru- 
ary 28 issued the list of DO (defense 
order) symbols being used in rating 
orders for production under the mo- 
bilization program. For the major 
programs or projects under way by 
the several federal agencies, these 
ratings are equal in preference and 
DO-rated orders must be accepted in 
the order received. 

The National Production Authority 
last month designated the Federal 
Trade Commission to make spot sur- 
veys for NPA in connection with the 
operation of NPA orders. Violations 
are usually adjusted by the NPA 
compliance staff. 


NPA Order M-7 was amended on 
February 21 to ban the use of alumi- 
num for making residential-type alu- 
minum windows and aluminum ducts 
for heating, ventilating, or air-con- 
ditioning, not begun by April 30 and 
completed by June 30. 

Non-residential type aluminum 
windows may be completed up to 


June 30, provided that orders for 
them were received by the factory 
prior to February 20. 


NPA Order M-12, as amended 
February 19 and 27, restricts the 
sale of copper tubing and sheet cop- 
per for stipulated purposes. Dealers 
may sell without ratings all builders 
hardware items that include copper 
which they can buy from wholesal- 
ers or manufacturers. 

John C. Pritchard, operator of a 
wholesale millwork and steel fabri- 
eating plant in Denver, Colo., has 
been appointed director of the Of- 
fice of Small Business in the National 
Production Authority by NPA Ad- 
ministrator Manly Fleischmann. 


Industry Advisory 
Committees Named 


Advisory committees appointed to 
work with the various divisions of 
the U. S. Department of Commerce 
and its subsidiary National Produc- 
tion Authority generally are repre- 
sentative of the manufacturers in the 
industry involved. 

With William C. Habbersett as the 
government presiding officer, the 
Hardware Industry Advisory Com- 
mittee consists of Archer L. Hager, 
C. Hager & Sons Hinge Mfg. Co.; E. 
J. Parker, American Hardware Corp.; 
G. W. Aldeen, American Cabinet 
Hardware Corp.; Johann _Frolich, 
Bommer Spring Hinge Co.; Ralph D. 
Maynard, Champion Hardware Co.; 
Cc. K. Boucher, Caldwell Mfg. Co.; 
W. R. Morse, Stanley Works; L. E. 
Dexter, National Brass Co.; N. A. 
Gussack, Grant Pulley & Hardware 
Co.; Benjamin Rosenthal, Technical 
Glass Co.; J. J. Meyer, Independent 
Lock Co.; Bernard Soref, Master 
Lock Co.; A. J. Eggleston, Richards- 
Wilcox Mfg. Co.; A. H. Schleicher, 
Oscar C. Rixon Co.; D. E. Golden, 
Schlage Lock Co.; E. F. Sutphin, 
Skillman Hardware Mfg. Co.; F. 
Dunning, Yale & Towne Mfg. Co., 
and Bernard Cirlin, Kwikset Locks. 

The Paint Industry Advisory Com- 
mittee includes Willard Vasterling, 
Davis Paint Co.; W. I. Longworth, 
Lilly Varnish Co.; M. J. Perkin, M. J. 
Perkin Paint Co.: Benjamin M. Bel- 
cher, Benjamin Moore & Co.; A. B. 
Robertson, Sears, Roebuck & Co.; 
Sol B. Coolidge, Sherwin Williams 
Co.; J. Dwight Morton, Carpenter- 
Morton Co.; W. C. Dabney, Devoe & 
Raynolds Co.; E. I. Gott, Gilman 
Paint & Varnish Co.; J. A. Hager, 
Grand Rapids Varnish Co.; James 
Beckett, Interchemical Corp.; Carl 
Tudor, Jaegel Paint & Varnish Co.; 
Paul Croll, Pittsburgh Plate Glass 
Co.; Robert Hughes, Red Hand Com- 
positions, Inc.; C. D. Gifford, Westco 
Waterpaints, Inc. 

The Insect Wire Screening Advis- 
ory Committee is composed of John 
D. Stodder, American Steel & Wire 
Co.; Wm. F. Sewert, American Wire 
Fabrics Corp.; Ben Billinger, Gilbert 
& Bennett Mfg. Co.; E. B. Frock, 
Hanover Wire Cloth Co.; Herman 
Blaser, Keystone Wire Cloth Co.; Ben 
F. Heilig Brothers Co., Inc.; Robert 
Turner, New York Wire Cloth Co.; 
F. G. Hoyt, John A. Roebling Sons 
Co.; Deane Kruger, Chase Brass & 
Copper Co.; Thomas Kehoe, Spargo 
Wire Co., and Charles Wickwire, Jr., 
Wickwire Brothers, Inc. 
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Notes on Manufacturers 





ATLANTA, GA.: L. D. (Verne) 
Snider is the new sales representative 
in north Georgia for the Gilman 
Paint Company, Chattanooga, Tenn. 
He formerly represented the John- 
son paint line in the territory. 


PENSACOLA, FLA.: The fiber- 
board plant here of the Armstrong 
Cork Company is undergoing an ex- 
tensive modernization and expansion 
program amounting to about one 
million dollars. 


DALLAS, TEX.: The General Lum- 
ber Company has announced its plans 
to build a $600,000 plant. The ex- 
pansion includes new offices, lumber 
and other warehouses, a hardware 
department, and a new stock mill- 
work plant. 


RICHMOND, KY.: Elwood W. 
Noxon has been made manager of 
the Westinghouse lamp plants here 
and in Bowling Green, Ky., and 
Little Rock, Ark. 


PORTLAND, ORE.: Al Schmidt, 
owner-president of the Portland 
Shingle Company, reports that his 
firm has a new red cedar shake ma- 
chine that will nearly double produc- 
tion. 


PROVIDENCE, R. I.: The U. S. 
Gutta Percha Paint Company has 
changed its name to Barreled Sun- 
light Paint Company. Still owned 
and managed by the same persons, 
the firm makes Barreled Sunlight 
paints and enamels. 


WARREN, OHIO: Some 165 retail 
kitchen dealers and 200 of their sales- 
men in 13 Southern and Southwest- 
ern states will win free vacation 
trips in a contest sponsored by dis- 
tributors of Youngstown Kitchens 
automatic dishwashers. Dealers in 
this salesmanship contest are com- 
peting for trips to Cleveland to see 
the Cleveland Indians play the St. 
Louis Browns. Salesmen are working 
for trips to Havana, Cuba, and Mon- 
terrey, Mex. 


JACKSON, MISS.: The C. L. Hig- 
gason firm, of Canton, has bought 
the J. F. Weaver Lumber Company’s 
main plant here. The $100,000 plant 
is being converted to oak flooring 
production. 


JASPER, TEX.: Paul F. Hursey, 
vice-president of the Kurth Lumber 
Company and manager of the Kurth 
plant here, has been elected presi- 
dent of the Jasper Chamber of Com- 
merce. 


NEWARK, OHIO: The Westing- 
house Electric Corporation has 
bought Plant No. 1 of the Pharis Tire 
and Rubber Company here. Westing- 
house is converting it to a feeder op- 
eration for its main appliance divi- 
sion at Mansfield. 


GOLDSBORO, N. C.: A new bulk 
cement mixing plant is being built 
here. Built by the Builders Supply 
Company, the plant will serve east- 
ern North Carolina and will have a 
capacity of 800 barrels. 








DUE TO CREDIT controls and re- 
strictions on residential and com- 
mercial construction, building ma- 
terial dealers are looking to sales 
for farm and industrial construc- 
tion, for residential repairs and im- 
provements, to make up a solvent 
sales volume. 

The backlog of FHA and VA 
commitments covering some 400,- 
000 residential units is surging the 
building supply market well into 
spring, but after they are com- 
pleted the some 450,000 other starts 
that are included in the over-all 
homebuilding “goal’’ for 1951 will 
come more slowly. 

And certainly with more confu- 
sion and difficulty under the pric- 
ing uncertainties created by the 
General Ceiling Prices Regulations 
and the curbs for metal building 
materials. Although the base pric- 
ing period from December 19, 1950, 
to January 25, 1951, is clear, the 
prices of materials sold or offered 
during that period are not. 

Increases in costs and in the 
prices of new materials since the 
price freeze make the GPCR un- 
workable already. Incidentally, the 
deadline for retailers to prepare 
and preserve records required un- 
der Sect. 16a of GCPR was extend- 
ed from March 1 to March 22. 


CONSTRUCTION ACTIVITY in 
January was 21.1 per cent greater 
than in 1950, but 7.2 per cent un- 
der the December level. A speed- 
ing-up of industrial construction 
was noticeable. Military and naval 
construction was 200 per cent 
greater. 

A new January record in home- 
building starts was set in January, 
with 87,000 units reported. This 
compared with 95,000 in December 
—and 78,700 in January ‘50. 


THE NATIONAL lumber trade 
barometer has recently reflected 
the price confusion and reluctant 
market. For the week ending Feb- 
ruary 24, lumber shipments were 
7.0 per cent above production, but 
new orders were 5.2 per cent below 
output. Unfilled orders amounted 
to 61 per cent of stocks. Unfilled 
orders for reporting softwood mills 
equaled 30 days’ production. 

The lumber auction to be held 
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in Atlanta, Ga., March 12-14, by 
the Corps of Engineers procure- 
ment branch is expected to move 30 
million feet of boards, dimension, 
and timbers into defense channels. 
This should help mills to establish 
price levels more certainly under 
government controls. 


THE QUARTERLY report of the 
Lumber Survey Committee showed 
total lumber output in 1950 to be 
the greatest since 1929. The fourth 
1950 quarter saw the highest pro- 
duction for that period on record. 
Prices declined an average of 6 per 
cent, but they were noted to be go- 
ing back up slightly in January. 

The National Production Au- 
thority is exploring ways to sim- 
plify the types and specifications 
of basic building materials, such 
as cement and stock window 
frames, to conserve manpower and 
materials. 

Many dealers are turning to im- 
ports of cement, nails, and hard- 
ware as domestic supplies dwindle 
or are channeled into defense con- 
struction. 

The industry is hopeful that it 
will be given more practical pric- 
ing and rationing rules this round, 
with such experienced men as Nor- 
man Cruver and John D. Mylrea 
in key positions of the Economic 
Stabilization Agency. Cruver is 
price executive of the ESA lumber 
and wood products division. Myl- 
rea is chief of the ESA timber 
products division. 


“Men, Mills and Timber” 


Under the title above, the Wey- 
erhaeuser Timber Company has 
published a 52-page book that de- 
scribes and depicts “Fifty Years of 
Progress in the Forest Industry.” 

The book traces the development 
of this vast Northwest Pacific 
wood-products firm from its for- 
mation in 1900 by Frederick Wey- 
erhaeuser to its farflung lands, 
subsidiaries, and activities of 1951. 
Its modern forestry practices, log- 
ging methods, lumber mills, paper 
mills, plywood factories, wood uti- 
lization, forestry and product re- 
search—all are appraised in this 
“Golden Anniversary” publication. 
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Reproduced above is the cover of 
the colorful new 44-page “plan 
book entitled “Research Designed 
Homes and Living Units,’ pub- 
lished by the National Plan Serv- 
ice, Chicago, Ill., and available 
through state and regional dealer 
associations. It contains floor 
plans and perspectives for 28 
modern, functional homes. They 
were designed by the Small 
Homes Council of the University 
of Illinois through a study fi- 
nanced by the Lumber Dealers 
Research Council. 


Study of Storage Walls 
Financed by the LDRC 


Interior partitions which include 
provisions for storage are to be 
studied by the Small Homes Coun- 
cil of the University of Illinois 
under a new $4,650 research grant 
from the Lumber Dealers Research 
Council. 

The purpose of the 12-month 
study is to prepare recommenda- 
tions for construction of closet- 
walls which can be adapted to any 
price-class house. They will be de- 
signed both for new homes and re- 
modeling. They will be modular 
in dimension. 

“This investigation is needed to 
fully utilize the benefits of cost- 
saving roof-truss construction 
methods. These take the structural 
load off partitions, making pos- 
sible lightweight construction of 
interior walls.” 
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Cassidy Is New Board Chairman and 
Fisher President of Johns-Manville 


LESLIE M. CASSIDY was elected 
chairman of the board and chief 
executive officer of the Johns- 
Manville Corporation at a special 
meeting of the board of directors 
held March 2. Adrain R, Fisher 
was appointed president of the cor- 
poration. 

Cassidy fills the post left vacant 
by the death on February 26 of 
Lewis H. Brown, who had been 
chief executive officer since 1929. 
Brown served first as president 
and, from 1946, as chairman of the 
board. Fisher succeeds Cassidy, 
who became president on the re- 
tirement of R. W. Lea on Janu- 
ary 31. 

Cassidy has been vice-president 
for sales since 1946 and has been 
with Johns-Manville since 1926. 

Fisher, the vice-president for 
production and general manager of 
the J-M Asbestos Fiber Division, 
also is a new director of the cor- 
poration. 

Clifford F. Rassweiler had been 
appointed vice-chairman of the 
board, a new J-M office. He will 


HAROLD R. BERLIN 


L. M. CASSIDY 


organize and direct a new plan- 
ning board, composed of several 
senior officers of the firm. This 
board will seek major opportuni- 
ties to expand the business, ana- 
lyze over-all company policy, and 
coordinate activities of the various 
Johns-Manville divisions. 

A new member of the board of 
directors, Rassweiler will serve 
as assistant and alternate to the 
board chairman. He also will con- 
tinue his duties as vice-president 
for research and development. 

In the regrouping of executive 
responsibilities, Harold R. Berlin 
was made a vice-president. 

Berlin joined Johns-Manville in 
1926 with much acoustical engi- 
neering experience. He held pro- 
gressively important positions as 
staff or sales manager of the sev- 
eral divisions before being appoint- 
ed general manager of the Build- 
ing Products Division in 1946. 

In addition to Berlin, J. A. 
O’Brien and A. S, Elsenbast, gen- 
eral managers, respectively, of the 
Industrial Products and Celite Di- 
visions, were appointed vice-presi- 
dents of the parent Johns-Manville 
Corporation. All three will serve 
on the new Planning Board. 
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EAs’ DOORS 


are Unconditionally Guaranteed 


and here’s what makes that guarantee good 











MLE RRL NTLOENE 


The Worlds Largest Mills 


Devoted Exclusively To The 
Production of Hollow Core Doors 


There are two sides to any guarantee. The words you read ... and 
the resources that back them up. From this point of view consider the 
Paine Rezo Door — a door made and sold on the basis of satisfactory 
service, without reservations. 

This unconditional guarantee has been time-tried and time-tested 
by more than 4,000,000 installations ... a demand originating from 
architects and contractors so persistent and so repetitive that the 
world’s largest mill work plants are now fully occupied producing 
Rezo doors exclusively. 

When your plans call for Paine Rezo doors, you're looking for- 
ward to a positive future. See SWEET’S catalog — or write for 


an illustrated data bulletin. 


PAVE LUMBER (0.. urn, 2%. 


ESTABLISHED 1853 
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NINTH BUILDING MATERIALS 


NINETEEN men attended the 
ninth Institute of Building Materi- 
al Distribution held at Southern 
Methodist University in Dallas un- 
der the sponsorship of the Lumber- 
men’s Association of Texas. One 
was from Tennessee, six from-Ok- 
lahoma, and a dozen from the Lone 
Star state. 

Eighteen of the 30-day-course 
students are pictured above. Owen 
Chaffin, Jr., Chaffin Brothers 
Lumber Company, Oklahoma City, 
was absent when the picture was 
made. The other men by rows and 
left to right are: 

First row: Jack Barnes, Jr., Bob 
Fraley Lumber Co., Ardmore, 
Okla., Elmer C. Abston, same firm, 
Marietta, Okla.; Jack W. Lyles, 
Ragland-Cone Lumber Co., Inc., 
Wichita Falls; James P, McHargue, 
Jr., A & L Lumber Co., Midland. 

Second row: William R. Bell III, 
Bell Brothers Lumber Co., Mur- 


CLASS AT SMU 


freesboro, Tenn.; Jim Boggess, 
Higginbotham and Bartlett Lum- 
ber Co., Dallas; Jack Rowan, Row- 
an Lumber and Supply Co., Karnes 
City; Edgar Lee Wilhite, Western 
Lumber Co., Odessa. 

Third row: Don L. Loftis, Pete 
Loftis Lumber Co., Shawnee, 
Okla.; Bill Wheeler, Forrest Lum- 
ber Co., Lubbock; Bobby Joe Mc- 
Carley, Lingo Lumber Co., Dallas; 
Orville Schultz, Akard and Caton 
Building Material Co., Enid, Okla. 

Fourth row: Carroll H. Erwin, 
Jr., Service Lumber Co., Tulsa; 
Robert Blanton, Baker Lumber and 
Supply Co., Port Arthur; Roger G. 
Taylor, Taylor Lumber Co., Hous- 
ton; Walter Gardner Hall, Jr., La- 
Marque Lumber Co., LaMarque. 

Last row: Edward J. Beere, Uni- 
versity Park Building Materials 
Co., San Antonio, and Larry E. 
Copenhaver, Forrest Lumber Co., 
Lubbock. 








Pretabricators Aim 


for 100.000 Units? 





THE PREFABRICATED housing 
industry is out to double its pro- 
duction this year as compared with 
1950, although federal officials 
have announced intentions to lim- 
it total housing starts to a third 
less than last year’s record. This 
would mean that the prefab pro- 
ducers would supply 100,000 units 

about 12 per cent of the housing 
output. 

To impress government, indus- 
try, and military officials respon- 
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sible for providing dwelling units 
in quantity with the ability of the 
prefabricated housing industry’s 
ability to provide homes fast and 
at minimum cost, the Prefabricat- 
ed Home Manufacturers Institute 
last month launched an intensive 
promotion campaign. 

The institute’s story is being 
told through advertisements in 
Time, U. S. News and World Re- 
port, the Magazine of Building 
(Architectural Forum), and the 


Southern Pine Meeting 
Set for April 16-18 


The 36th annual meeting of the 
Southern Pine Association will be 
held at the Roosevelt Hotel in New 
Orleans, La., April 16-18, accord- 
ing to Secretary-Manager H. C. 
Berckes. 

All Southern pine manufacturers 
and others interested are invited 
to attend the industry-wide meet- 
ing, which will include open ses- 
sions of the Southern Pine Indus- 
try Committee. 

Procurement, timber supply, 
price and wage controls will be 
covered at the meeting by out- 
standing officials of the lumber 
industry and the government. 


Army, Navy and Air Force Journal, 

The campaign theme is: “This 
time—there need be no housing 
shortage.” 

The 38 member firms of PHMI, 
representing nearly all the housing 
prefabricators, are scattered 
throughout the United States and 
Canada. 

For government and industrial 
officials, PHMI President James R. 
Price said, prefabricated housing 
can promise the following: 

Quality construction that meets 
all mortgage lenders’ standards for 
FHA-VA-insured loans. 

Speedier manufacture and erec- 
tion. 

Lower delivered price per square 
foot. 

Lower man-hour erection costs. 

Skilled erection crews. 

Extensive dealer service organi- 
zations for service and mainte- 
nance. 

At the recent convention of 
homebuilders in Chicago, many 
prefab builders and developers 
commented on the amazing accept- 
ance of their homes and the boom 
they were expecting. They indicat- 
ed that, all along the line, plans 
are being made to speed up pro- 
duction, cut down delivery time, 
and erect houses faster for wait- 
ing families. 

The Knox Corporation, largest 
producer in the Southeast, has an- 
nounced plans for increasing pro- 
duction. President Peter S. Knox, 
Jr., wants “to double present pro- 
duction. Of course, this will call 
for new methods and more per- 
sonnel. We are even going to have 
subsidiary companies subcontract 
parts of our houses for us. We have 
experienced a growth that we 
hoped for, but right now the de- 
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Just arly bag wont, do! 


It /ooks like a good paper bag. Let’s give it the develop the best shipping containers it is 





works and see. Let’s punch it, scrape it, soak possible to produce—and they learn some- 

it, scuff it and stretch it. Let’s really punish thing new every day 

that bag. If it won't hold up, it’s not good Small detail? Not to you—if you buy 

enough to contain Cumberland Cement. cement. It means that Cumberland Cements 
Cumberland’s packaging experts work con- reach you in clean, unbroken packages—just 


tinuously with leading paper bag makers to the way they left our plant 














PORTLAND CEMENT COMPANY 
Chattanooga Bank Building e ° Chattencoga 2, Tenn. 


Portland — Wigh Early Strength — Attn Entraining — Wasouy 
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mand almost exceeds the supply. 
We are going to do everything we 
can though, because a new home 
is one thing that should never be 
denied anyone.” 

One Knox Homes builder-dealer, 
Knox-Atlanta Homes, Inc., erected 
350 homes last year. According to 
Gunther F. Reis, treasurer and 
general manager, “we hope to build 
750 units this year. If conditions 
permit, this company could erect 
25 houses a week!” 

Another Knox dealer, the Stand- 
ard Development Company in Ma- 
con, Ga., has had unusual success 
in the three years it has been 
building. This dealer started off 
with small capital but sold ap- 
proximately $1,200,000 worth of 
-e’abricated houses last year. 


Weddington Is New 
Cameron Executive 


F. R. Weddington, well known to 
members of the building supply in- 
dustry throughout the United 
States, has been named general 
manager of the wholesale and 
manufacturing division of William 
Cameron and Company, Waco, 
Tex., manufacturers, wholesalers, 
and retailers. 

Weddington has been sales man- 
ager for the company since 1937 
and is a director of the company. 
He succeeds Frank Stevens, who 
resigned his position of vice-presi- 
dent and wholesale manager. Wed- 
dington is currently serving as 
president of the American Wood 
Window Institute. 

Coleman Dever, assistant sales 
manager since 1937, succeeds 
Weddington as sales manager. He 
joined William Cameron in 1923 
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Quality Wood Window Units to 
Appear Soon with Seal of AWWI 


WITHIN WEEKS modern wood 
window units bearing the Quality 
Seal of approval of the American 
Wood Window Institute will be 
sold in one or more markets, ac- 
cording to Clark McDonald, secre- 
tary of the organization. Its pur- 
pose is the development and dis- 
semination of information relative 
to uses, advantages, and functional 
utility of wood sash and all com- 
ponent parts going into the com- 
pleted wood-window opening. 

Wood windows with the AWWI 
Quality Seal will appear in mar- 
kets as all fabricators in each area 
fulfill their desire to participate by 
having their wood window units 
tested by one of three approved 
laboratories and licensed by the 
AWWI Certification and Specifica- 
tion Committee. 

At a meeting in Memphis, Tenn., 
on February 22, the committee ap- 


and has worked in both retail and 
wholesale divisions. 

The William Cameron firm now 
boasts of 152 members in _ its 
Quarter Century Club. 


COLEMAN DEVER 


proved the licensing of the follow- 
ing fabricators for using the AWWI 
Quality Seal: Allen Millwork Man- 
ufacturing Corporation; William 
Cameron and Company (two units); 
Carr, Adams and Collier Company; 
Grayson Millwork and Supply 
Company; Huttig Sash and Door 
Company (three units); Jackson 
Sash and Door Company; Rounds 
and Palmer Company, and the 
New Orleans Sash and Door Com- 
pany. 

The AWWI Quality Seal Wood 
Window Advertising Campaign 
will be run market by market to 
explain the seal and to pre-sell the 
units, according to McDonald. A 
field representative will take the 
advantages of the Quality Seal 
windows to all factors in the build- 
ing trade. 

Advertising and promotion me- 
dia will include newspapers (for 
publicity and one- and two-color 
ads), radio, television, direct-mail 
and hand-out literature, trade 
magazines, movie theaters, and 
displays. 

The Quality Seal promotion will 
begin first in Jackson, Miss., and 
probably open next in Texas mar- 
kets because window fabricators 
in these areas have acted fastest 
to get their units tested, approved, 
and certified for the AWWI Quali- 
ty Seal. It will be placed on the 
underside of the head-jamb in the 
inside sash run, and will bear the 
embossed license number of the 
fabricator. 

Fabricators of wood window 
units do not have to be members 
of the American Wood Window In- 
stitute to be licensed for using the 
AWWI Quality Seal on their wood 
windows, Secretary McDonald em- 
phasized at a series of area meet- 
ings of the Southern Sash and 
Door Jobbers Association last 
month in Dallas, New Orleans, At- 
lanta, Memphis, and Baltimore. A 
meeting was held in Jacksonville, 
Fla., March 2. Jobbers discussed 
market and supply situations. 

The jobbers hailed the forthcom- 
ing AWWI Quality Seal promotion 
as something long needed. 
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Allied Building Credits 
Opens Birmingham Office 


Allied Building Credits, Inc., on 
February 19 opened its 34th branch 
office in Birmingham, Ala., at 2113 
Seventh Avenue, South. 

From this office, the firm will 
provide instalment credit service 
for building material dealers and 
contractors in several adjoining 
Southern states. 

R. A. Peterson, ABC president, 
appointed E. S. Egge as manager 
of the new Birmingham office. A 
native of Montgomery, Ala., Egge 
was transferred from the Balti- 
more office of this nation-wide cor- 
poration that exclusively provides 
instalment credit on home mod- 
ernization and repairs through 
members of the light construction 
industry. He has been with ABC 
since 1940. 

Egge has been succeeded as 
manager of ABC’s Baltimore office 
by Clyde (Pete) Kehne, formerly 
located in Minneapolis, Minn. With 
ABC for over a year, Kehne for- 
merly operated his own home mod- 
ernization firm. 


William Gillett, vice-president 
of the Detroit Steel Products Com- 
pany, has been appointed co-chair- 
man of a newly-formed joint com- 
mittee of the Producers Council 
and the National Association of 
Home Builders. Other committee 
members include A. C. Bredahl, 
Westinghouse Electric Corpora- 
tion; J. W. Brown, National Gyp- 
sum Company, D. D. Couch, Amer- 
ican Radiator and Standard Sani- 
tary Corporation, George M. Cur- 
tis, Curtis Companies, Inc.; John 
H. McCray, Cambridge Tile Man- 
ufacturing Company, and George 
Schuchman, Libbey-Owens-Ford 
Glass Company. 


x K« 


Oscar L, Olson has succeeded his 
late father, Nels L. Olson, as presi- 
dent and general manager of the 
Swedish Crucible Steel Company. 
in Detroit. His firm makes Olsonite 
plastic materials into closet seats, 
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THE MENGEL COMPANY 


A MILLION 


On January 1, 


FLUSH DOORS IN A YEAR! 


1950, the Plywood Division of the Mengel Company in 


Louisville, Ky., set out to build 1,000,000 flush doors during the year. 
And it did—with days to spare! In the photograph, above, Thomas Kopp, 
at left, production manager of the Plywood Division, presents the his- 
toric panel to Mengel Vice-President A. L. Entwistle and R. Fay Kulmer, 


manager of door sales. 


The million flush doors consumed 176 million 


feet of veneers, 12.7 million board feet of lumber, and 3.5 million pounds of 
water-resistant glue. 
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Harold K. Wilson has been ap- 
pointed manager of the new prod- 
uct department of the Georgia- 
Pacific Plywood and Lumber 
Company. A graduate of the Uni- 
versity of Washington and a 
licensed architect, Wilson has 
been identified with the plywood 
industry during his entire career. 
He is now responsible for de- 
velopment and application of ply- 
wood and plywood products in 
their many new uses in both in- 
dustrial and military fields. 


bathroom stools, drainboards, and 


similar products. 
xx« * 


L. Charles Underwood is new 
assistant advertising manager of 
the Philip Carey Manufacturing 
Company, Cincinnati, Ohio. He 
joined Carey in 1947 and has been 
engaged in sales promotional field 
work. 


x KK «* 


The Westinghouse Electric Cor- 
poration has four new vice-presi- 
dents. They are Tomlinson Fort. 
manager of the headquarters ap- 
paratus sales department at Pitts- 
burgh; L, W. McLeod, Southwest- 
ern district manager, St. Louis: 
Emery W. Loomis, middle Atlantic 
district manager, Philadelphia, 
and L. E, Lynde, new head of the 
company’s Washington, D. C., 
government office. 


xxK* 


The Forest Fiber Products Com- 
pany, Forest Grove, Ore., has a 
new sales promotion director, 
Hugh M. Lineweaver. Formerly 
with the advertising agency that 
held the account, Lineweaver has 
promoted Forest Hardboard since 
its introduction in 1949. 
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ANOTHER ADVANTAGE OF BUILDING WITH HOMASOTE... 





How much 
AIR 
sses through ? 





TRUE 
INSULATING 
VALUE 


Four factors determine 
the insulating value actually delivered 


FOR MANY YEARS, the insulating value of a material has been 
based on the BTU rating. Such a test, made in a laboratory under 
perfect conditions of temperature and humidity, can hardly 


tell the whole story of what actually happens in the finished house. 


When you select insulating material, you also need to know how 
much water the material will absorbh—and how long it will take the 
water to penetrate through the board. As a fourth factor— 

you also should know whether air will pass through the material 


in any appreciable quantity. 


To determine the meaning of true insulating value, we invite you to 


study the chart at the right. Homasote’s leadership is clearly indicated. 


To give your client real comfort, important fuel savings, lasting 
freedom from drafts and mildew—and maximum structural strength 


without corner bracing—always specify weatherproof Homasote. 


HOMASOTE COMPANY, Trenton 3, N. J. 


How much 
WATER Fs 
passes through? 
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DESCRIPTION | AVERAGE 11 BOARDS| HOMASOTE 
| oe AA | BA | AA 
BTU 356 43 


By vol—2hes.| 6.2 as | 4 



































Hours | 15.09 | 524 | 47.0 














cm’/sec./m’ | 1095.0 | 1323.0 | 30.0 























BA — before oging A.A.- after aging 











THIS CHART shows how Homasote compares 
with the average of 11 other boards on: (1) 
BTU rating—the lower the better; (2) water 
absorption—the less the better; (3) time 
of water penetration through the board—the 
longer the better; (4) rate of air flow through 
the board—the lower the better. All figures 
are from tests made by an undisputed, in- 
dependent bureau of standards . . . These 
igures show why Homasote envelops a home 
in a material that gives the owner the nearest- 
to-perfect combination for true insulation. 


..- oldest and strongest insulating-building board on the market 


Nova Sales Co.—a wholly-owned Homasote subsidiary —distributes the Nova Roller Door, Nova-l. P.C Water- 
proofing Products, the Nova Shingle and Nova-Speed Shingling Clip and the Nova Loc-Nail. Write for literature. 
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Edward B. Wilber has been 
elected president of the American 
Lumber and Treating Company. 
For the past 30 years he has been 
associated with the Aluminum 
Company of America and was dis- 
trict sales manager for Alcoa in 
New York. He is a director of the 
Alcoa Mining Company, Alcoa 
Steamship Company, and the Celo- 
tex Corporation. He succeeds J. F. 
Linthicum, who retired but will 
continue as a director. 


x KK * 


J. Alfred Hall succeeded George 
M. Hunt, who recently retired as 
director of the U. S. Forest Prod- 
ucts Laboratory in Madison, Wis. 
Hunt will complete 40 years of 
continuous work with Federal 
Service on March 31, Until his new 
appointment, Hall directed the 
Central States Forest Experiment 
Station at Columbus, Ohio. 


xk 


Stuart Williamson has _ been 
named Eastern field representa- 
tive for the Douglas Fir Plywood 
Association. Formerly the San 
Francisco area representative, Wil- 
liamson now makes his headquar- 
ters in Washington, D. C. One of 
his new duties is supplying mili- 
tary specifiers and procurement 
agencies with plywood grade use 
information and technical data. 


x*k 


R. A. Colgan, Jr., has been 
named honorary vice-president of 
the American Forestry Association. 
Colgan is executive vice-president 
of the National Lumber Manufac- 
turers Association. 


x*K«* 


R. R. Wise, Southeastern sales 
manager for the Tylac Company, 
Inc., has established headquarters 
in. Atlanta, Ga., at 655-B Lind- 
bergh Drive, N. E. He covers 
North and South Carolina, Florida, 
Alabama, Tennessee, Mississippi, 
Georgia, parts of Virginia, and the 
cities of Louisville and Cincinnati. 


xK* 


Merritt W. Jones is in charge 
of the newly-created Baltimore, 
Md., sales district for the Signode 
Steel Strapping Company. The dis- 
trict includes Virginia, and parts 
of Maryland, West Virginia, and 
North Carolina. Jones is on Sig- 
node’s sales advisory board. 


x K * 


F. E, Sullaway, Jr., former Den- 
ver, Colo., district manager of the 
building materials division of the 
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J. R. Rawley, assistant to the 
president of the Martin-Senour 
Paint Company, heads the South- 
ern-Midwest sales district from 
headquarters in Chicago. The 
company recently consolidated 
this district for more efficient 
distribution. 


Armstrong Cork Company, has re- 
placed M. P. LaChapelle as head of 
the St. Louis, Mo., office. La- 
Chapelle will assume duties as 
manager of the Denver branch in 
July, following his leave of ab- 
sence due to illness. 


SPA Offers Dealers 
New Construction Charts 


The Southern Pine Association, 
Canal Building, New Orleans 4, 
La., has published two new display 
charts that graphically illustrate 
the principles of proper frame con- 
struction, The charts are three feet 
wide and four feet tall. 

One chart spotlights these con- 
struction details: sill construction, 
anchor bolt, cross bridging, double 
joist under partition, diagonal sub- 
floor, and concrete base for posts 
and steps. The other chart illus- 
trates window construction, brac- 
ing and sheathing, roof anchors, 
siding and cornerboards, collar 
beams, and lumber seasoning data. 

Copies of the two charts, which 
are currently being featured in 
Southern Pine Association exhibits 
at dealer conventions, are available 
to dealers upon request from the 
SPA office. They are suitable for 
architectural and drafting classes, 
building and loan exhibits, home 
shows, and for use in dealer offices 
and window displays. 


Steps to Defense 
Housing Advocated 


To meet the situation in housing 
during the defense emergency, 
three steps were advocated by C. 
W. Smith at the closing session of 
the Inter-Industry Housing Con- 
ference at the Statler Hotel in 
Washington, D. C., February 14. 
Smith, who is director of the Di- 
vision of Housing and Construc- 
tion Technology of the Southwest 
Research Institute that sponsored 
the two-day conference, advocated: 

1. Coordination of federal agen- 
cies in the field—the National Pro- 
duction Authority, Housing and 
Home Finance Agency, and the 
Veterans Administration. 

2. A liaison agency—such as the 
Building Research Advisory Board 
—between industry and the fed- 
eral government. 

3. Stress of logical objectives in 
the defense housing program. 

Sponsored by the Southwest Re- 
search Institute in cooperation 
with the Urban Land Institute and 
the National Association of Home 
Builders, the Housing Conference 
program featured forum sessions 
on housing design, construction 
finance, material economics, and 
construction technology. 

Dr. Harold Vagtborg, president 
of the Southwest Research Insti- 
tute, pointed out to the Inter- 
Housing Conference assembly of 
some 150 persons, that merchant 
homebuilding has suffered most 
from governmental regulations al- 
though it is one of the nation’s ma- 
jor economic activities. 


Abendroth Continues to 
Head Maple Floor Group 


W. C. Abendroth, Reed City, 
Mich., was re-elected president of 
the Maple Flooring Manufacturers 
Association for the fifth year at the 
annual meeting of the group in 
Chicago, Ill., recently. 

Other officers of MFMA include 
Vice-President D. S. DeWitt, Ocon- 
to, Wis.; Treasurer W. W. Gamble, 
Jr., White Lake, Wis., and Secre- 
tary-Manager L. M. Clady. 

Abendroth commended the mem- 
bers on their decision to finance 
a long-range program of research 
to study the behavior of hardwood 
flooring after it is laid. The pro- 
gram also includes the preparation 
of information on allowances for 
shrinking and swelling in hard- 
wood flooring and the stabilization 
of flooring during kiln-drying pro- 
cedure. 
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Most popular ASBESTOS roof shingle 
Johns-Manville has ever developed! 


NEW AMERICAN COLONIAL DESIGN: Distinc- 
tivel; beautiful, wins instant approval. Has a slightly 
staggered horizontal shadow line and deep-grained 
texture. Available in several pleasing colors. Blends 
perfectly with any style of architecture. 


SELF-ALIGNING, SELF-SPACING: You don’t need 
chalk lines. Each strip covers a large area . . . speeds ap- 
plication. Only 80 pieces required per square... only 
4 nails per shingle in pre-punched holes. 


FIREPROOF, ROTPROOF, WEATHERPROOF: Made 
from two practically indestructible materials—asbestos 
and cement. Thousands of J-M asbestos shingles have 
been in service over 40 years. Not one has ever burned 
or worn out! No signs they won't last another 40 years 
or more! 


SEND FOR THIS FREE BROCHURE: Ie 
tells the full story of this outstanding 
development . . . shows many beautiful 
roofs in accurate full-color. Ask for 
brochure No. AS-85A. Address: 
Johns- Manville, Box 290, New 

York 16, New York. 





5 MANVILLE 
PROvDUCTS 
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31 MORE MEN 


FIVE STATES were represented 
in the fourth annual short course 
in building materials sponsored 
jointly by the University of Kan- 
sas City and the Southwestern 
Lumbermen’s Association. This 30- 
day course started February 5 and 
ended March 9. 

Fifty-seven leading specialists in 
the industry participated in the 
program as instructors. 

Employee-graduates seen here 
in the first row are, left to right: 
Bill Bonsteel, Bonsteel Lumber 
Co., Harrison, Ark.; James Burr, 
Phelps-Powell Lumber Co., Ben- 
tonville, Ark.; Walter Rehm, Hie- 
gel Lumber Co., Conway, Ark.; 
Ralph Basler, Overland Park Lum- 
ber Company, Overland Park, 
Kan.; Robert P. Hagen, South 
West Lumber Co., Lawrence, Kan.: 
Lawrence Hartman, Koelzer Lum- 
ber Co., Seneca, Kan., and John F. 
Miller, Jr., course coordinator and 


COMPLETE 


assistant manager of the South- 
western Lumbermen’s Association. 

Second row: Roy Van Winkle, 
Humburg Co., Inc., McCracken, 
Kan.; William Babb, Richardson 
Lumber Co., Rockport, Mo.; Daniel 
K. Burd, Herrman Lumber Co., 
Clinton, Mo.; Victor L. Ford, R. L. 
Sweet Lumber Co., Kansas City, 
Mo.; Perry Franklin, Crane Lum- 
ber Co., Savannah, Mo.; Herbert 
Harvey, Eldon Hardware and 
Lumber Co., Eldon, Mo. 

Third row: Bernard Holste, 
Richardson Lumber Co., Rock- 
port, Mo.; William Kayser, Dierks 
and Sons Lumber Co., Kansas City, 
Mo.; Carl Launius, Himmelberger- 
Harrison Manufacturing Co., 
Morehouse Mo.; Julian McConnell, 
Greenfield Lumber Co., Green- 
field, Mo.; Walter Milam, Herrman 
Lumber Co., Clinton, Mo.; Gilbert 
Schmidt, L. H. Landgraf Lumber 
Co., Cape Girardeau, Mo. 


30-DAY MATERIALS COURSE 


Fourth row: Charles Stuffel- 
bam, Connett Coal and Lumber 
Co., St. Joseph, Mo.; Lewis Twitch- 
ell, J. B. Russell, Inc., Cameron, 
Mo.; Wayne C. Kear, W. L. Hulett 
Lumber Co., Quapaw, Okla.; Clay- 
ton Walker, Cleveland Lumber 
Co., Cleveland, Okla.; Dayle A. 
Bruns, Peru Lumber Co., Peru, 
Neb.; Bruce Cottingham, Cotting- 
ham Lumber Co., Hastings, Neb.; 
Donald Cottingham, Cottingham 
Lumber Co., Hastings, Neb. 

Fifth row: Walter E. Epperson, 
West Side Lumber Co., Beatrice, 
Neb.: Neil D. Hughes, Friend Lum- 
ber Co., Friend, Neb.; Raymond 
Josten, Elgin Lumber Co., Elgin, 
Neb.; Wayne W. Sack, Sack Lum- 
ber and Coal Co., Beatrice, Neb.; 
Robert J. Tousignant, Toozee’s 
Lumber and Coal Co., Madison, 
Neb.: Louis E. Werner, Beatrice 
Lumber and Coal Co., Beatrice, 
Neb. 





Dealer Course On 
Selling to Farmers 


A three-day and night short 
course to be held March 15-17 at 
Oklahoma A and M College in 
Stillwater will offer dealer per- 
sonnel the latest ideas on selling 
to the farm and ranch market. 

Certificates will be presented to 
those completing the course at a 
graduation luncheon. 

Co-sponsored by the college and 
the Oklahoma Lumbermen’s As- 
sociation, this Farm and Ranch 
Building Service short course will 
be headed by Dr. L. E. Hawkins 
vice-director of A and M's agri- 
cultural and experimental station, 
and Professor E. W. Schroeder, 
head of the A and M agricultural 
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Other 


engineering department. 
industry 


faculty members and 
leaders will participate. 

Among the subjects covered will 
be Oklahoma’s farm market; 
special services rendered to farm- 
ers by specific lumber firms; 
planning farm homes; government 
orders; financing; cost estimating, 
advertising. 

The session on “Choosing and 
Using Farm Building Materials as 
Recommended by the Industry” 
will enlighten the students on 
farm applications of treated poles 
and lumber, laminated rafters and 
concrete and masonry. 

A movie on the Oklahoma A 
and M demonstration farm and a 
visual demonstration of lumber 
grading, repairs, and renovating, 
will be shown in night sessions. 


New $80,000,000 Piant 
For Reynolds Aluminum 


Richard S. Reynolds, Jr., presi- 
dent of the Reynolds Metals Com- 
pany, Richmond, Va., recently an- 
nounced that his company will 
build an $80,000,000 aluminum re- 
duction plant in the Corpus Chris- 
ti, Tex., area. It will have the 
capacity to produce 150,000,000 
pounds of aluminum pig annually. 

This aluminum will be made 
from alumina shipped in from the 
Reynolds alumina plant in Ar- 
kansas, 

The plant is expected to be in 
operation by the end of this year. 
Privately financed, it is a part of 
the aluminum expansion program 
encouraged by the federal govern- 
ment. 
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SELLING HELPS “7 


THESE WIZARDS WITH WOOD ARE-WIZARDS WITH DEALER AIDS, TOO! 


We go all out to help you sell Firzite, Satinlac and Weldwood Glue. 
Here are a few of the dealer helps we offer—display panels, leaflets, 
litho displays, metal signs, ad mats, etc. Mail coupon for special 
introductory deals. 

NATIONALLY ADVERTISED 


in Saturday Evening Post, Better Homes 
and Gardens, American Home, Popular 
Science and a list of over 20 others? 
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2 pACKETS- 
fix-it” job of two. Great con 


Packet Unit retails at 10¢. 


UNITED STATES PLYWOOD CORPORATION 
1 Dept. 207, 55 West 44th Street, New York 18, N. Y. 


Send me (check items desired 


| 
1 
C) Full descriptions of your Special Assortments No. 1 and 2 ! 

on FIRZITE and SATINLAC 4 
C) Full information about WELDWOOD Glue. | 
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Virginians Optimistic at 
Silver Anniversary Meet 


AMID grim possibilities of total 
war or economic depression, a 
runaway inflation or burdensome 
government controls, the promi- 
nent industry leaders who ad- 
dressed the Silver Anniversary 
convention of the Virginia Build- 
ing Material Association spoke 
with sound notes of optimism. 

The John Marshall Hotel in 
Richmond housed the exhibits, 
business sessions, and entertain- 
ment for this two-day convention, 
which was preceded on February 
14 with a Valentine dinner and an- 
nual meeting of the directors. 

The some 400 members, manu- 
facturer and jobber representa- 
tives, and guests showed -their 
eagerness to learn where the 
building supply industry stands in 
the present world emergency by 
full attendance at business ses- 
sions. 

Following the dealer lunch- 
eon Thursday, presiding Vice- 
President L. R. O’Hara introduced 
Art Hood, American Lumberman 
editor, who spoke on the conven- 
tion theme, “Look for the Silver 
Lining.”’ Hood first reviewed five 
“clouds” facing businessmen today 
—(1) military threats, (2) infla- 
tion, (3) bureaucratic controls, (4) 
depression, and (5) difficulty of 
maintaining net profit. 

As a “silver lining” to the mili- 
tary cloud, Hood predicted that we 
would not have a total war with 
Russia. But if such a war should 
come, he is confident of an Amer- 
ican victory. 

Business is still there for those 
who do a good selling job, he said. 
He urged the dealers to fight com- 
petition from mail-order houses. 
One mail-order firm sold more 
building materials last year than 
the entire industry did in 1932, he 
pointed out. 

Although many association 
members were familiar with the 
unfair competition of cooperatives, 
Joseph F. Leopold amazed them 
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with facts on the holdings of some 
cooperatives and other tax-free 
groups in his talk on “Tax the Un- 
taxed Now.” 

Leopold cited one “farm” co- 
operative that now operates such 
tax-free businesses as a cosmetics 
factory, two funeral parlors, 17 oil 
refineries, over 900 retail stores, 
among others, and does a direct 
business with 14 foreign countries. 

Most stirring moment of the 
convention was the presentation at 
the Thursday dinner of six silver 
goblets to W. Albie Barksdale, first 
president and constant servan* of 
the association. In expressing his 
thanks, he requested members 
and their wives to stand for a 
moment of silent tribute to certain 
Virginia leaders who had died. 

Mrs. Harris Mitchell, wife of the 
secretary-manager, read an origin- 
al ode—alternately humorous and 
touching—about the association’s 


" 


we 


presidents during its first 25 years. 

The dinner speaker’s talk, “With 
Your Hat in Your Hand,” pro- 
voked one laugh after another, yet 
held to a serious purpose through- 
out in emphasizing the importance 
of courteous salesmen in any or- 
ganization. The speaker, Edward 
McFaul, is a Chicago merchandis- 
ing counselor. 

Following an “early bird” 
breakfast Friday morning, Charles 
W. Williams gave his views on the 
construction outlook. Vice-presi- 
dent of the Federal Reserve Bank 
of Richmond, he named three fac- 
tors that will determine the 1951 
construction volume—psycholog- 
ical aspects, government regula- 
tions, and material shortages. He 
predicted a 10- to 15-per-cent de- 
crease in construction this year. 

Discussion at the open-forum 
session dealt chiefly with new gov- 
ernment regulations on prices and 
wages. C. T. Parsons, editor of 
Southern Lumber Journal, served 
as moderator. 

Edward H, Libbey, legal coun- 
sel and secretary of the National 
Retail Lumber Dealers Associa- 


Albie Barksdale, right, who has served both the state and national 
pel ne in many capacities since pioneering as the first president of 


the Virginia Building Material 


Association, was presented six silver 


goblets at the Silver Anniversary convention. Mrs. Barksdale shows the 

goblets to their son, W. Albie (Billy) Barksdale, Jr. The senior Barksdale 

proudly announced that Billy has joined him in operation of the Char- 

lottesville Lumber Company and was taken into the Order of Hoo-Hoo 
at the Thursday night concatenation. 
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NEW Coffman PRODUCT 
HAS TIMELY SALES APPEAL 


Ornamental Iron 
Window Burglar Guards 
For Double-Hung Windows 


A brand-new item to add to the list of useful 
wrought-iron products by Coffman. Manufactured 
in stock sizes to fit every width and height of 
double-hung window. It is economical and orna- 
mental, can be installed easily by home owners or 
builders. You can recommend Coffman window 
guards as a dependable protection against intruders, 
and as a device to keep children from falling out 


of windows. 
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NEW FOLDER 
TELLS CUSTOMERS 


How to Order 


Convenient price and size chart. 


How to Install 


"Thumbnail" pictures show step- 
by-step method. 
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SAMPLE COPIES OF FOLDER FROM YOUR DISTRIBUTOR 


Birmingham Sash & Door Co. Memphis Sash & Door Co. 
Birmingham, Ala Memphis, Tenn 
Builders Supply Company Huttig Sash & Door Co., Inc. 
Corpus Christi, Texas Charlotte, N. C 
Davidson Sash & Door Co. Dallas, Texas 
Alexandria, La Jacksonville, Fla 
dustin, Texas Knoxville, Tenn 
Lafayette, La Louisville, Ky 
Lake Charles, La Miami, Fla 
Heely-Brown Company Nashville, 
Atlanta, Ga Roanoke, Va 
Houston one é Door Co. St. Louis, Mo 
Houston, Te New Orleans Sash & Door Co. 
say ee Brick’ & Supply Co. New Orleans, La 
San Antonio mnehine & Supply 
Jackson Sash’ & Door Co. Corpus Christi, Te 
Roswell Sash & Door Co. 
nudanen ‘sash & Door Co. Roswell, New Mexico 
Lubbock, Texas 
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Secretary-Manager Harris Mitchell, extreme right, shows the Virginia 
Building Material Association’s historic convention-calling bell to Miss 
Carolyn Nettleton, who makes history as the group’s first feminine 
director. Other officers, left to right, are retiring President Ernest L. 


Whitehurst, new 


President L. R. O’Hara, Vice-President Maurice R. 


Large, and Treasurer Craige Ruffin. 


tion, spoke briefly on ‘What's 
Ahead in Washington” and then 
answered many questions from the 
floor about recent Washington 
legislation and its effects on retail 
dealers. 

Don Campbell, secretary of the 
Kentucky Retail Lumber Dealers 
Association and former NRLDA 
president, spoke dynamically of 
the retail building supply dealer’s 
responsibility on the home front. 
He decried citizens who ostensibly 
fight public housing projects and 
other federal hand-outs—but only 
until money for these projects is 
offered to their communities. He 
even cited a newspaper column 
that complained that “peace talk 
will burst the bubble of our busi- 
ness boom.” 

Ernest L. Whitehurst joined the 
advisory council of past-presi- 
dents, as he was succeeded at the 
helm of the Virginia dealer or- 
ganization by L. R,. O’Hara, York- 
town Ice and Storage Corporation 
Yorktown. 

Forrest G. Brice, Ashland Lum- 
ber Company, Ashland, was elec- 
ted a vice-president, Re-elected 
vice-presidents were Maurice R. 
Large, Farmville Manufacturing 
Company, Farmville; William N. 
Neff, Vance Supply Company, 
Abingdon, and E. R. Woolridge, 
Skyline Lumber Company, Roan- 
oke. Craige Ruffin, Ruffin and 
Payne, Inc., Richmond, was again 
chosen treasurer. Harris Mitchell, 
popular secretary-manager, con- 
tinues in that capacity. 

A precedent was set when Miss 
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Carolyn Nettleton, C. B. Nettleton, 
Inc., Covington, was elected to the 
board of directors. The 27-year-old 
brunette has run her father’s busi- 
ness since his death about two 
years ago. 

Other directors include W. P. 
Ames, Jr., Murphy and Ames, Inc., 
Arlington; E. P. Andrews, Sitter- 
ding - Carneal - Davis Company, 
Richmond; Paul R. Bickford, J. V. 
Bickford, Inc., Hampton; E. R. 
English, W. B. English Lumber 
Company, Altavista; J, F. Hard- 
wick, Salem Lumber and Supply 
Company, Salem; R. H. Hinton, 
Lilian Lumber Company, Lilian; 
S. Gordon Leary, Leary Lumber 
Company, Woodbridge; M. M. 
Maddux, T. H. Maddux and Com- 
pany, Marshall; C. B. Robinson, 
Clinch Valley Lumber and Supply 
Company, North Tazewell; Paul F. 
Rosenberger, John W. Rosenberger 
and Company, Winchester, and 
Fred Shortt, Mingo Lime and Lum- 
ber Company, Grundy. 

NRLDA dealer director is W, P. 
Ames, Sr. President O’Hara and 
Treasurer Ruffin are alternates. 

Forrest E. Paulett, W. F. Paulett 
and Son, Scottsville, is the coun- 
cillor to the United States Cham- 
ber of Commerce. 

Highlight of the convention en- 
tertainment was the closing ban- 
quet with Silver Anniversary 
presents for the ladies and a 60- 
pound birthday cake. Stanley 
Horn, editor of Southern Lumber- 
man, served as toastmaster. Meyer 
Davis’ orchestra kept the dance 
floor crowded until 2:00 a. m. 


Libbey. Ferguson, 
Campbell to Speak 


Latest information on govern- 
ment controls and the need for bet- 
ter merchandising will be provided 
dealers, suppliers, and their guests 
at the joint convention of the Ten- 
nessee Building Material Associa- 
tion and the Building Material 
Merchants of Georgia at the City 
Auditorium in Chattanooga, March 
25-27. 

Principal speakers will be Don 
A. Campbell, Gates Ferguson, and 
Edward H. Libbey. They also will 
join in with trade-journal editors 
and other industry leaders in panel 
discussions of current dealer prob- 
lems and the services of trade as- 
sociations in meeting them. 

Former president of both the 
Kentucky and National Retail 
Lumber Dealer Associations, and 
now mayor and a dealer in Leb- 
anon, Ky., Campbell will speak on 
“Serving on the Home Front.” 

Gates Ferguson, director of ad- 
vertising for the Celotex Corpora- 
tion, Chicago, IIl., will keynote the 
joint Georgia-Tennessee conven- 
tiontion with his talk on “The Cus- 
tomer is King.” 

Edward H. Libbey will bring 
dealers up to date on the Washing- 
ton situation. An attorney and sec- 
retary of the National Retail Lum- 
ber Dealers Association in the na- 
tional capital, Libbey deals with 
federal agencies on the Wage-Hour 
Law, price and wage controls. 

All business sessions of this joint 
meeting will be held in the Chat- 
tanooga City Auditorium. It will be 
filled with the exhibits of products 
manufacturers, jobbers, and asso- 
ciations. 

The annual banquet will be held 
at 7 p.m. Monday at the Read 
House, Concert, singing, and danc- 
ing music will be provided by Gra- 
ham Jackson, Atlanta radio and 
night-club artist. 

A sight-seeing tour will be con- 
ducted for the convention ladies 
Monday afternoon through the 
courtesy of the Signal Mountain 
Division of the General Portland 
Cement Company. 

A golf tournament will be staged 
Sunday afternoon for the men, 
with valuable merchandise prizes 
for the outstanding players. 

The Building Material Mer- 
chants of Georgia will transact 
their annual group business at a 
luncheon Tuesday at Hote] Patten. 

No registration fee will be re- 
quired for this joint convention. 
However, tickets to the banquet 
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Wide Blind Stops — 434” at head and 31/4” at 
side are among the value features that distinguish 


WEATHER WINDOW 
STRIPPED UNITS 


g\F 


AVY, 
VN 


S \ \ 


\ Carpenters like Thrif-T's wide blind stop feature because 
it offers EXTRA STRENGTH where most needed — at head and sides; 


frames with wide blind stops are more easily squared up in wall; 
the wide blind stops positively prevent air leakage at sides and top. 
mrmreseri 


Factory Fitted +s \JP OVERHEAD GARAGE DOOR UNIT 
Easily and Quickly eb : A CHILD CAN OPERATE * QUICK & SIMPLE 
Installed 3 <n INSTALLATION #¢ NO GADGETS TO GET OUT 
: - OF ORDER e STURDY, EFFICIENT HARDWARE 
Quiet Operation— Made for 8’.0"x7'.0" 
Sieuer Sieh Made for 8’-0"x7’-0" open- 
re , ing %, door prefitted to 
2 . fe ; } * ‘ 71094" x 6-112", 134” | 
— Spring i : 1 ’ ; thick. It is adaptable to 
alances an . 1s "a ; old or new garages and 
Eis rama Bee ' ; (i ; thoroughly in keeping with 
Brick V . i ' ev = any type of architecture. 
rick Veneer, yo \ Toxic and water repellent 


Masonry Walls . an <a {> treated for long service 
: \ : life. A COMPLETE UNIT 


Treated for Long Lor VAP that delivers FULL SATIS- 
Service Life rea pe J. 44° “FACTION. 
Attractively Priced “~ PRE-FITTED © COMPLETE WITH HARD- 


WARE @ FINGER-TIP OPERATION @ 
ONLY TWO INCHES HEAD ROOM REQUIRED 

















Write Thrif-T PICTURE Thrif-T Thrif-T 960-R 
WINDOW UNITS DISAPPEARING STAIRS BASEMENT UNIT CORNER CHINA CASE 
a a 


OTHER e 
Thrif-T WINDOW UNIT : 


A "4 in 1" 
Thrif-T DE LUXE ENTRANCE FRAME e 
WOODWORK PICTURE WINDOW UNITS 
Nearest for the bs a 1332 ATTIC LOUVRE 
e 


Thrif-T TWIN KITCHEN "10 in 1" Thrif-T 
Jobber HOME CASEMENT UNITS ENTRANCE FRAME Thrif-T WARDROBE TELEPHONE SHELF 


Thrif-T TWIN Thrif-T 
CASEMENT UNITS WINDOW & DOOR TRIM 


e 
MT. VERNON MANTEL 
* 











Distributed Through the Leading Millwork Jobbers to the Retail Lumber Dealer 


ROACH & MUSSER CO. Muscat: 
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and floor show will cost $6.00 each. 
Reservations should be made 
through the Tennessee association 
office at 711 Broadway, Knoxville 
17, Tenn., as accommodations are 
limited to 450 and up to 1,000 per- 
sons are expected to attend the 
convention. 

Hotel rooms may be obtained by 
writing Garnett Andrews, Patten 
Hotel, Chattanooga, Tenn. All 
rooms at the Patten and Read 
House are taken, but accommoda- 
tions may be obtained at other lo- 
cal hotels and motels. 


Mid-South Meet 
Attracts 500 


“The customer is more impor- 
tant than the dealer.” 

Five hundred building material 
dealers from the Mid-South heard 
that theme emphasized repeatedly 
by speakers at the annual conven- 
tion sponsored by Fischer Lime 
and Cement Company in Memphis, 
February 8-9. 

C. L. Joachimi, sales promotion 
manager of Fischer Industries, was 
convention chairman. Latest devel- 
opments confronting the industry 
and new building items were 
stressed. 

Among speakers putting in- 
creased emphasis on the customer 
relationship was Gates Ferguson, 
of Chicago, advertising director of 
the Celotex Corporation. The 
building material dealer must con- 
vert himself into a merchant re- 
membering that the “customer is 
king,” Ferguson said and added: 

“More and more, the dealer 
must be a better merchant through 
advertising, merchandising and 
public relations.’ He urged that all 
dealers step up their advertising. 
“The local newspaper,” he said, “‘is 
the most consistently effective ad- 
vertising medium.” 

W.N. Fry, Jr., president of the 
Fischer Lime and Cement Com- 
pany, declared in opening the con- 
vention: ‘““The Mid-South is the ag- 
ricultural and industrial heart of 
the entire territory below St. 
Louis, and there are no business 
boundary lines in the Mid-South. 
We exchange goods and ideas in 
Mississippi, Arkansas, Tennessee, 
Alabama, Kentucky, and Missouri 
on a friendly, competitive basis, 
with Memphis as the center.” 

B. E. Babbitt, managing director 
of the National Building Material 
Distributors Association and the 
National Plywood Distributors As- 
sociation, Chicago, discussed “‘Gov- 
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Breakfast for 
30-Day Grads! 


Graduates of the six 30-day 
training courses in building ma- 
terial distribution held at the 
, Georgia Institute of Technology 

since World War II will be 
feted at an “alumni breakfast” 
during the joint convention of 
Tennessee and Georgia build- 
ing material dealers in Chatta- 
nooga, Tenn., this month. 

The breakfast will be held at 
the Patten Hotel at 8 a.m. Mon- 
day, March 26. Hosts will be 
the staff of SOUTHERN 
BUILDING SUPPLIES, whose 
editor served as a “faculty” 
member for all six classes. 

The value of the training will 
be appraised and the graduates 
will be asked to make sugges- 
tions for future training of 
dealer personnel. 





ernment Controls and Regulations 
that Apply to the Building Indus- 
wy. 

Martin V. Coffey, general sales 
manager of the Philip Carey Manu- 
facturing Company, Lockland, 
Ohio, spoke on “Selling America.” 

The concluding event was a din- 
ner for architects, engineers, home- 
builders and other businessmen. 

More than 40 factory representa- 
tives from the 200 manufacturers 
represented by Fischer were pres- 





MAKE CONVENTION 
RESERVATIONS NOW 








CAROLINA Lumber and Build- 
ing Supply Association. March 20- 
22. Municipal Auditorium, Ashe- 
ville. Exhibits. 


TENNESSEE Building Material 
Association. March 25-27. Munici- 
pal Auditorium, Chattanooga. Ex- 
hibits. 

GEORGIA Building Material 
Merchants. To meet with Tennes- 
see association at Municipal Audi- 
torium, Chattanooga, March 25-27. 
Exhibits. 


MISSISSIPPI 
Dealers Association. 
Buena Vista Hotel, 
hibits. 

SOUTHERN PINE Association. 
April 16-18. Roosevelt Hotel, New 
Orleans, La. 


FLORIDA Lumber and Millwork 
Association, April 18-20, Sheraton- 
Plaza Hotel, Daytona Beach, Fla. 


TEXAS Lumbermen’s Associa- 
tion. April 22-24, Municipal Pier, 
Galveston. Exhibits. 


Lumber 
5-6. 
Ex- 


Retail 
April 
Biloxi. 


ent to help stage the two-day 
meeting. Many took charge of some 
of the 20 display booths. 


Discussing new products exhibited last month at the Mid-South building 

material dealers convention in Memphis, Tenn., are Gates Ferguson, 

William N. Fry, Jr., and W. S. Rode, left to right. Celotex advertising 

director, Ferguson was a principal speaker. Fry is president of the 

Fischer Lime and Cement Company, hosts for the two-day convention. 

Head of the Rode Building Materials Company in Greenville, Miss., Rode 
was one of 500 dealers present. 
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fine Oregon 
Douglas fir 


Mus 


fine plywood mills 


oli 


fine people 


ASSOCIATED The Douglas fir that grows in Oregon’s rain belt 


is the finest on the face of the earth. That’s why we use it. 
p Ly vi @) @) D MIL L S | N e The mills in which we make our plywood are models of 
F ° sige Sgt 

efficiency in the industry. 

The people who work with us are skilled, interested, pro- 
GENERAL OFFICES ductive—with pride in their jobs. 
From these ingredients of materials, machines and men 
EUGENE, OREGON comes APMI plywood; exterior and interior panels that 
carry double marks of quality—the DFPA grademark and 
our own trademark. 

APMI SALES WAREHOUSES: 925 Toland St., San Francisco; 4€14 Bengal Your inquiries are welcomed at our general offices, i on 


St., Dallas; 4003 Coyle St., Houston; 4268 Utah St., St. Louis; 1026 Jay St., h 
Charlotte, N. C.; Eugene and Willamina, Oregon. APMI sales warehouses. 
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Carolina Dealer Convention Spotlights 
Exhibits and Question Box Forum 


THE BUILDING MATERIALS 
show to be held in connection with 
the 28th annual convention of the 
Carolina Lumber and Building 
Supply Association will be open 
to the public all day Tuesday, 
March 20, according to Secretary- 
Manager E. M. Garner. The show 
and convention sessions will be 
held in the Municipal Auditorium 
in Asheville, N. C., March 20-22. 


All architects, builders, and pub- 
lic officials in western North Caro- 
lina will be invited to see the ma- 
terials exhibits. All high-school 
manual training classes will be in- 
vited to attend with their instruc- 
tors and principals. 


At the morning session on 
Thursday, March 22, all the ques- 
tions submitted by dealers and oth- 
er conventioneers the day before 
will be answered by the Question 
Box Panel. This will include Har- 
ris Mitchell, Joseph G. Rowell, and 


R. O. Brownlee, secretaries of the 
Virginia, Georgia, and Tennessee 
dealer associations, and Bill Par- 
sons and Don Moore, trade maga- 
zine editors. 

Brownlee also will review the 
life insurance and hospitalization 
program of the Tennessee associa- 
tion. 

Other speakers and discussants 
at the Carolina convention will in- 
clude NRLDA President Clyde A. 
Fulton, of Charlotte, Mich.; Nor- 
man P, Mason, trustee of the Lum- 
ber Dealers Research Council, of 
North Chelmsford, Mass; Gates 
Ferguson Celotex advertising di- 
rector, of Chicago; Clayton Rand, 
Gulfport, Miss., editor and speak- 
er, and Martin V. Coffey, Philip 
Carey sales manager, of Cincinnati. 

Social events will include a buf- 
fet dinner and square dance, the 
annual banquet and dance, a golf 
tournament, and a fashion-show 
luncheon for the ladies. 





Houstonians Launch 
Brief Study Course 


A study course—that will not 
take personnel away from their 
jobs during training—was started 
February 15 by the Retail Lumber 
Dealers Association of Houston, 
Tex. 

Meeting each Thursday night for 
10 weeks, the classes are held 
from 7:15 to 9:15 p. m., in the as- 
sociation offices, The cost for each 
student is $10, or $1 a week. 

The course covers reading plans 
and blueprints, taking off material 
bills, and concrete measurements 
and costs. If the students desire, 
the course will be extended. 

Teacher for the group is Jack 
E. Gray, who attended the Uni- 
versity of Edinburgh. He now is 
architectural supervisor of the 
Houston police and administration 
project, comprising nine buildings. 

An attractive new booklet con- 
taining “information for members” 
has been published by the Retail 
Lumber Dealers Association of 
Houston, Tex. 

Members of the Retail Lumber 
Dealers Association of Houston, 
Tex., enjoyed a Valentine Party 
February 13. A movie, “Miracle in 
Wood,” was shown by Dick Ander- 
son, of the Douglas Fir Plywood 
Association. 


58 


Membership Contest 
Adds 105 Texans 


The membership contest of the 
Lumbermen’s Association of Texas 
came to a close recently with 105 
new members added during the 
year as a result. 

W. B. Milstead, Burton Lumber 
Corporation in Houston, walked 
off with three first prizes and the 
grand prize, after holding the lead 
throughout the contest. Lee Wehr- 
ing, Wehring Lumber Company in 
Corpus Christi; Lynn Boyd, of 
“Good Lumber” in Pampa, and W. 
B. Oldham, Oldham Lumber Com- 
pany in Dallas, each walked off 
with two prizes. 

Other first-prize winners in- 
cluded Horace Cox, San Antonio; 
Louis Gloor, McAllen; H. P. Cope- 
land, Fort Worth; Rufus Turner, 
Commerce; H. L. Stokely, Browns- 
ville; O. W. Whatley, Houston; Joe 
Stein, Fredericksburg; W. H. 
Peterson, El Paso, and John Arm- 
strong, San Angelo. 

Cecil Burk won second prize. 

Third-place winners were Harvy 
Richards, New Braunfels; Les 
Kelly, Nederland; Forrest Dinn, 
San Antonio; W. D. Coleman, Vic- 
toria; C. R. Delhomme, Houston; 
A. S. Durham, Conroe; Cecil Snod- 
grass, Midland; Bruce Campbell, 
Groesbeck, and J. R. Fielder, El 
Paso. 


Eson Heads Jobbing 
Firm in Birmingham 


New president of the Birming- 
ham Sash and Door Company is 
Robert F. Eson. He succeeded the 
late J. Frank Watson, who helped 
organize this Huttig Sash and Door 
Company affiliate. Watson died 
January 12 following a major op- 
eration in New Orleans. 

Eson joined the Birmingham 
jobber firm in 1939 and traveled 
through south Alabama and north 
Florida until military service took 
him overseas in 1942. 

Soon after his return to the firm 
in 1945, he became field supervisor 
for the Huttig Sash and Door Com- 
pany in St. Louis and traveled 
through all territories. Eson re- 
turned to the Birmingham sub- 
sidiary in March last year as sales 
manager. 

No other personnel changes have 
been made in the Birmingham of- 
fice, Eson reports. He is a native 
of Kingman, Kan. 


San Antonio Officers 


At the recent annual election of 
officers for the San Antonio 
(Tex.) Retail Lumber Dealers As- 
sociation, Mike Cassidy was chosen 
president. His firm is the Cassidy 
Building Materials Company. 

Roy Campbell, Jr., Campbell 
Lumber Company, is new vice- 
president. Floyd Meyers, Alamo 
Lumber Company, is secretary- 
treasurer. 

The San Antonio club meets 
every second week for lunch at the 
Menger Hotel. Members will be 
hosts for the Texas Lumbermen’s 
Association convention in April. 
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1 Sale Gets You 2 


= When You Make this Simple Suggestion 


——— ~—. 
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Try this Easy Add-A-Sale Plan... 


See How Often it Gives You That 
Extra Long-Profit ZONOLITE* Sale 


It works like a charm and it’s as simple as this: every 
time you sell either cement or gypsum, suggest adding 
the corresponding Zonolite Vermiculite Aggregate. It’s 
really surprising how often that suggestion alone 
makes the additional sale, and it pays even if you also 
handle sand and gravel. 

Zonolite Aggregate not only pays you a larger profit 
than sand and gravel but it also costs considerably 
less in labor, time and money to store and handle 
Zonolite. A bag of Zonolite weighs only 32 lbs.—yet 
it replaces 400 Ibs. of sand and no shoveling—no tug- 
ging—no special equipment of any kind is needed to 
handle Zonolite. 

Plasterers and cement workers prefer Zonolite, too, 
not only because it weighs so much less but also 
because there’s less waste... leftovers can be 
moved to the next job—and Zonolite completely 
eliminates the frozen sand pile nuisance. Besides, 
Zonolite plaster and concrete have many advan- 


SZ, 
e ih 
tages over any other kind. t ZONOLITE COMPANY 
So, why not get the whole story? Mail coupon wand comiinin Gumiiciaces 
aSalle St., Chicago 3, Ill. 


at right for FREE DATA on Zonolite Vermiculite G PI 
: a ease rush me sample promo- 
Insulation and Zonolite Aggregates for plaster G tional material and full deiails 
d Y about () Zonolite Fill Insula- 
and concrete. bd tion ( ) Zonolite Plaster ( ) Zonolite Concrete. 





Name 


ZONOLITE COMPANY | “00 


Dept. SBS-31—135 South LaSalle Street | 
Chicago 3, Illinois b.. 
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MODEL RETAIL YARD 
(From page 24) 


The most unusual architectural 
unit in this Foster Lumber Com- 
pany yard is the 225x20-foot stor- 
age building across the 27-foot 
alley at the right of the lumber 
shed. This warehouse, sturdily 
constructed of tan brick, is divided 
into 14 individual storage rooms. 
Their contents are identified by 
strip signs above the 17 sliding 


hardwood doors. These doors per- 
mit access to the stocks of different 
kinds of materials in the individual 
storage rooms—a real advantage 
in bad weather. This design also 
lends itself to heated storage of 
critical items. 

Across the 3-foot concrete load- 
ing dock with iron-strip reinforce- 
ment in front, this storage build- 
ing receives or supplies from the 
14 storage rooms—sash and doors, 
wire and keg nails, frame units, 
paper and roofing, asphalt and as- 
bestos shingles, plaster and lime 





No Delays—No Shortages! 


You can get them NOW—those National Window Units made of 
seasoned WOOD. Prompt shipments on trailer load quantities 


8S 


within 300 miles. 


The Complete Packaged Units 
that offer Every Advantage 


National Window Units come complete. 
Each individual unit arrives at your ware- 
house with the sash 
NATIONAL refitted to the 
frame. Unique Bal- 
ances (or equal) 
and weatherstrip- 
ping in place, and 
the all-aluminum 
screen ready to set. 
The low prices and 
the easy handling 
WOODWORKS rake them easy 
selling and a favor- 
ite with dealers throughout the South. 


DEALERS: Write for price schedules and 
catalogue showing the complete line of Windows, Doors, 


and Millwork. 


NATIONAL 
WOODWORKS 


BIRMINGHAM 7, ALABAMA 


Serving Dealers within a radius of 300 miles 


. - Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 


2201 29th Ave., North 
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fir paneling, gypsum board and in- 
sulating board, rock and insulating 
lath, hardwood flooring, vermicu- 
lite, insulation, and miscellaneous 
surplus. 

On the left side of the yard, also 
27 feet from the lumber-shed edge, 
is a smooth concrete platform 17 
feet wide and 221 feet long. On it 
are stacked all heavy, bulky build- 
ing materials that are not subject 
to normal weather damage. 

Neatly stacked on this platform 
are cedar shingles, lath, concrete 
blocks, cinder blocks, metalwork, 
framing stock, tile, soil pipe, and 
other hardy materials, Employees 
take care to see that nothing is 
stacked or piled along the drive- 
way or on the platform—other 
than the several materials, all in 
assigned locations. 

The entire yard is enclosed in 
heavy steel mesh fence. This 
proves an excellent demonstration 
display for farmers around Good- 
land who contemplate erecting 
fences on their property. 

All Foster Lumber Company 
employees are trained as to the 
value to profitable service ef- 
ficiency of maximum eye-appeal 
through good housekeeping and 
dramatic displays. 

The happy result in this model 
Goodman yard, according to Fos- 
ter’s Traveling Auditor Mangus, is 
that there have been no examples 
of “cluttering up” to contend with 
here since the yard and store were 
“opened up” to the public nine 
months ago. 

During “open house” last June 
10, Curtis Butts, manager of the 
Goodland yard, served 75 gallons 
of coffee and 3,600 doughnuts to 
the some 3,000 people who came 
to see the new showroom and 
handsome storage sheds. 

The lady guests were given 
dainty orchids flown in from 
Hawaii. Children were given bal- 
loons, whistles, or tops. The first 
400 persons registering on “open 
house” cards received a pint of 
screen paint free. 


“Bad Checks’? Explained 


“Checks, Hot and Otherwise” 
held the interest of members of 
the Retailers Association in Ar- 
kansas City, Kan., at a recent 
meeting. 

Deputy County Attorney George 
Sybrant enlightened the group on 
this topic, explaining that his of- 
fice receives about $4,000 worth of 
no-fund or __ insufficient - fund 
checks a year. 





use UPSON 


KUVER-KRAK 
PANELS 


CRACKED 

CEILINGS 

IN VOOR 
OWN HOME ? 


Mr. Lumber Dealer: Follow the 
Advice of Your Business Friends 


How long since you looked at the ceilings in your own home? 

Chances are you too have a cracked ceiling that needs 
attention. 

Do this. Prove to yourself once and for all that there is no 
material like Upson Kuver-Krak Panels for re-covering cracked 
ceilings. Apply an Upson Ceiling in your own home. 

See how quickly . . . how easily the job is done. No muss, 
fuss, confusion or irritating delays. No seeping, floating white 
dust to cause an extra housecleaning. Then note the beautiful 
result and remember this ceiling will give you a lifetime of 
satisfaction. You'll want every customer to solve his cracked 
ceiling problem the same way. 

If you have no Upson Kuver-Krak Panels in stock, write 
or send the coupon right away. 


says Fred Ludwig, President, . 
Merritt Lumber Yards, Inc., » 
Reading, Pa., one of Ameri- cr | - 
ca’s prominent dealers. a 


“Having great faith in Upson Panels, 
developed through the many years 
we’ve handled them, prompted me to 
use them in my own residence for re- 
covering cracked plaster. 

“I am glad to report these panels 
have been most satisfactory and have 
done everything we expected them to do.” 


use UPSON 


KUVER-KRAK ®@ 
PANELS  '\ 


says G. E. Carter, well 
known lumber dealer of 
Port Arthur, Texas. 








“Several years ago, I applied Upson 
Panels to the ceilings of my home. 
Today, they look just as good as when 
they were first applied. I don’t think 
they will ever need repairing beyond an 
occasional coat of paint.” 


oe 
THE UPSON COMPANY 


663 Upson Point, Lockport, New York 


Send me Instruction Sheets for applying Kuver- 
Krak Panels. 

Have your Representative call to give me more 
information on the cracked ceiling market. 


NAME 
NAME OF FIRM___ 


One of the scores of thousands of Upson Ceilings 
now beautifying the homes of satisfied home owners. 


STREET ADDRESS. 


city 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeees 


o 
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‘Mostly free--Somie fora fee. 


LIGHTWEIGHT PLASTER, New 
brochure tells the story of Permalite 
lightweight aggregates. In the plas- 
ter section, complete data on mixes 
and applications and on fireproofing 
are given. The insulating concrete 
section includes complete technical 
data. The Great Lakes Carbon Cor- 
poration, Building Products Division, 
18 East 48th Street, New York 17, 
MY. 


LOT SELECTION. Pointers to 
be considered when choosing a lot 
and a neighborhood for a home are 
contained in a new booklet, offered 
by the Housing and Home Finance 
Agency. It contains a check-list for 
checking off the good features of a 
given lot. Available for five cents 
from the Superintendent of Docu- 
ments, Washington 25, D. C. 


SHOWER CABINETS. A new 16- 
page catalog shows complete line 
of Fiat shower cabinets, door, and 
receptors. It is printed in color. The 
Fiat Metal Manufacturing Company, 
Franklin Park, III. 


BUYER’S GUIDE. The Southern 
Pine Association has released its 1951 
Buyer’s Guide—a directory of sub- 
scribers. In an easy-to-read table, it 
shows the company name and loca- 
tion, species sold, equipment used, 
and items manufactured by each 
company. Literature and other dealer 
sales helps are listed. The Southern 
Pine Association, Canal Building, 
New Orleans 4, La. 


EMPLOYEE TRAINING. The im- 
portance of maintaining a supply 
of skilled workers for the construc- 
tion industry is emphasized and dis- 
cussed in a new Chamber of Com- 
merce pamphlet, “Related Instruction 
—A Key to Apprentice Training in 
Construction.” Ten cents a copy from 
the Construction and Civic Develop- 
ment Department, Chamber of Com- 
merce of the United States, Wash- 
ington 6, D. C. 


HOME PLAN DISPLAY. A new 
display rack designed especially 
for lumber dealers to show plan 
books, holds 12 or more books. Using 
a minimum of counter space, the 
rack has a card that tells what maga- 
zines feature designs from the Home 
Building Plan Service. Racks are free 
with plan-book orders from the 
Home Building Plan Service, 2454 
N. E. Sandy Boulevard, Portland, 
Ore. 


PLASTIC LAMINATES. The new 
booklet, “G-E Textolite Plastics 
Surfacing,” contains 16 pages of 
suggestions for using Textolite on 


62 


kitchen counter, dinette tables, and 
bathroom lavatory vanities. Full- 
color iliustrations show the various 
styles and colors of this plastic, wa- 
terproof surfacing. The General Elec- 
tric Company, Pittsfield, Mass. 


WCLA BUYER’S GUIDE. The 
1951 buyer’s guide and directory of 
the West Coast Lumbermen’s As- 
sociation lists the name, address, 
manager, facilities, species, and gen- 
eral product classifications of each 
member. The booklet lists movies 
and other selling aids for dealers. 
The West Coast Lumbermen’s As- 
sociation, 1410 S. W. Morrison Street, 
Portland 5, Ore. 


“WESTERN PINE TERMS and 
Conditions of Quotation and Sale” is 
a folder containing this information 
for those shopping or buying lumber. 
A schedule of estimates is also includ- 
ed. Department TW, Western Pine 
Association, Yeon Building, Portland 
4, Ore. 


TECHNICAL BOOKS. The revised 
1951 Lefax catalog lists over 2,000 
pocket-size technical books contain- 
ing data on a variety of subjects. 
Among the subjects included are 
architecture, home heating, builder’s 
data, lumber data, and building con- 
struction. Lefax Publishers, Phila- 
delphia 7, Pa. 


AD MAT SERVICE. New folder 
pictures 12 new newspaper mats 
available for retail lumber dealer use. 
These mats are accentuated half-tone 
illustrations instead of ordinary line 
drawings. The Western Pine Associa- 
tion, 510 Yeon Building, Portland 4, 
Ore. 


MILPAK DATA. New grade rules 
and valuable information on _ utili- 
zation of Milpak, packaged low- 
grade hardwood, is given in a new 
booklet. The Timber Engineering 
Company, 1319 Eighteenth Street N. 
W., Washington 6, D. C. 


PROTECTIVE COATING. De- 
scriptive sheet tells how Gaco Neo- 
prene maintenance coating protects 
steel, wood, and cement. It describes 
easy application and wearing proper- 
ties. The Gates Engineering Com- 
pany, P. O. Box 1711, Wilmington, 
Del. 


COLOR HARMONY. A _ 64-page 
dictionary of color names is offered 
as a supplement to the Color Har- 
mony Manual. It lists both alpha- 
betically and by hue those names 
commonly used to describe colors. 
The Container Corporation of Amer- 
ica, 38 South Dearborn Street, 
Chicago 3, II. 


BRICK DATA. An attractive new 
folder contains sketches of brick 
types and sizes, brick bonds, ter- 
races, and fireplaces. Estimating 
tables, coursing tables, and sugges- 
tions for better brickwork are in- 
cluded. The Southern Brick and Tile 
Manufacturers Association, Candler 
Building, Atlanta 3, Ga. 


INDUSTRIAL TRUCKS. New con- 
densed catalog contains basic specifi- 
cations of Clark gas and electric 
fork-lift trucks, industrial towing 
tractors, Tructractor models for 
handling bulk material, and the 
complete line of 20 special attach- 
ments. The Clark Equipment Com- 
pany, Industrial Truck Division, Bat- 
tle Creek, Mich. 


PAINT COLOR GUIDE. The Nu- 
Hue tinting guide contains actual- 
ly painted chips of 160 colors that 
can be mixed from 16 basic colors 
and white. Each chip has a key num- 
ber matching the formula in the 
guide book. A mixing table is in- 
cluded to help in making various 
quantities. The Martin-Senour Com- 
pany, 2520 S. Quarry Street, Chicago 
8, Ill. 


WOOD MOISTURE METER. New 
bulletin describes the TAG midget 
moisture meter, that measures mois- 
ture by the electrical resistance 
method. Readings are taken directly 
at the touch of a button, eliminating 
need for reconversion tables. The 
Tagliabue Instruments Division, Wes- 
ton Electrical Instrument Corpora- 
tion, 614 Frelinghuysen Avenue, 
Newark 5, N. J. 





| HOME PLANS | 
_AND RECORDS | 











Packaged Home Plans. Plandrite 
Homes, Inc., 845 Chicago Avenue, 
Evanston, Ill., have brought out a 
new type of Home Plan service. The 
firm has developed construction 
drawings for 15 different modern 
homes—some two story, some one 
story, some with basement and others 
without basement. 

The plans are attractively printed 
in a folder that costs 10 cents. From 
the folder, the prospective home- 
builder or home-owner selects the 
Home Plan he wants to use. Then 
he or she writes to Plandrite Homes, 
Inc., for the blueprints. They are 
mailed in a flat, colorful, 13x16-inch 
carton at a prepaid cost of $4.00 a 
set. 

Vividly printed in deep blue ink, 
the blueprints contain about seven 
sheets. 


“Recordabode” is the registered 
title of a handy new book published 
by Jackson Publications, Inc., 305 
East 46th Street, New York 17, N. Y. 
It is described as “a spot for those 
domestic numbers and dollar marks 
we usually have to crawl under a 
bad temper to get at.” 

Spiral-bound with durable green 
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One more indication that Georgia-Pacific is 
ready to supply all your most specialized 
plywood, lumber and door needs. These 

panels, literally a “new dimension” in 
plywood, are available in popular 12, 14, and 
16 foot lengths, and have been made 

as large as 10 x 72 feet. 


Scarfed panels are saving time and 

labor in many industrial and marine 
applications. Study your customers’ needs for 
possible cost-saving applications. 


No matter what your plywood, lumber 
and door requirements, it’s always good 
business to call Georgia-Pacific first! 





G-P PRODUCTS 


Douglas Fir Plywood 

GPX Plastic-faced Plywood 

G-P Crownply Hardwood Plywood 
G-P Plysheet Southern Plywood 
Giant-sized Scarfed Panels 

Fir and Hardwood Doors 

Cypress and Redwood Lumber 
Western Fir and Pine Lumber 
Southern Pine Lumber 

Western and Southern Mouldings 
Southern and Appalachian Hardwoods 
Residential and Factory Flooring 


Treated Lumber and Timbers 


GEORGIA — PACIFIC 
PLYW00D & LUMBER CQ. 


Address Inquiries to: 618 North Capital Way, Olympia, Wash. 

Offices and warehouses in Augusta » Birmingham + Boston » Chicago - Columbia 

Louisville + Memphis + Nashville » Newark + Olympia « Philadelphia - Portland 
Raleigh » Richmond « $ h 
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cover, the book is 11.5 inches wide 
and 8.5 inches deep. It contains 40 
pages of printed forms and 8 blank 
pages for special notes and records. 
Printed pages are provided for the 
following residential, property, and 
budget data: location, history, ma- 
terials, contract, payments, taxes, in- 
surance, maintenance, improvements, 
services, utilities, appliances, furnish- 
ings, personal property, automobile 
record, automobile expense, planting, 
ground plans, dimensions, floor plans, 
medical record, income, and estate 
probe. 


“House Plan of the Month” is a 
new publication service of the Okla- 
homa Lumbermen’s Association, 815 
Leonhardt Building, Oklahoma City, 


Okla., for its dealer members. 

Letterhead size and spiral bound, 
this book includes 12 different home 
designs—one for each month. Each 
plan sheet includes an embellished 
front elevation, floor plan, and list- 
ing of features, All are planned to 
met FHA structural standards for 
Oklahoma. 

The Oklahoma Lumbermen’s Asso- 
ciation supplies three sets of blue- 
prints and specifications for $12.50, 
$17.50, or $25.00, depending upon 
the size of the house in stories and 
floor area. Each plan is also avail- 
able in reverse at the same price. 
Extra sets of blueprints and speci- 
fications are available for $3.50 a 
set with original order or within two 
weeks after it is placed. 





LOKTITE 


EVERY CUSTOMER 


BEAUTY 


Double-thick butts deepen 
roof shadows, show sturdy, 
distinctive character. 


SAFETY 


Exclusive double-lock at 
each exposed corner protects 
against storms and high wind. 


ECONOMY 


2 to 4 thicknesses every- 
where means longer roof life 
—without repair costs. Lok- 
tite’s larger shingles cost less 
to apply. 


inl 


moo 


hen 


Safety, beauty, economy—this trio 
includes every feature your cus- 
tomers want in roofing . . . features 
no other roofing can offer. 

In your area this summer hundreds 
of new roofs will be put on or old 
roofs replaced. Most customers 
want the best, and appreciate the 
economical. Be ready—show them 
LOKTITE for sure sales, 


WRITE or WIRE today for 
full details about Loktite. 


AMERICAN ASPHALT ROOF CORPORATION 


Member Asphalt Roofing Industry Bureau 


E. St. Louis, Hl. 
31st. & St. Clair 


Kansas City 3, Mo. 
7600 Truman Road 


Salt Lake City 10, Utah 


Ft. Worth 7, Tex. 


1674 Beck 2316 West Sth 








“The Nation’s Wood Supply” 


After 300 years of production are 
the forests of the United States capa- 
ble of meeting unprecedented mili- 
tary and civilian needs? The ans- 
wers to this and other questions are 
found in a new 24-page booklet pub- 
lished recently under the above title 
by American Forest Products In- 
dustries, Inc., 1319 Eighteenth Street, 
N. W., Washington 6, D. C. Single 
copies are free to dealers. 

“The Nation’s Wood Supply” is a 
factual appraisal of American forests. 
It reveals a definite upward trend 
in annual growth for 30 years, and 
the approaching of a balance with 
wood consumption. Today, it indi- 
cates, the United States has an esti- 
mated balance of 1,601-billion board 
feet of sawtimber. 

Pictorially, this booklet shows how 
progress in management is supply- 
ing such replenishing factors as the 
incentive to replenish, fire protec- 
tion, continuous forest production, 
helping nature grow new forests, 
training forestry experts, learning 
more about wood utilization, getting 
more out of each acre and tree, 
and spreading sound management. 


“Amateur Builder’s Handbook” 


Here is the latest “how to” book by 
radio’s famous “Handyman,” prac- 
tical Hubbard Cobb, who also is 
author of two recent best-sellers, 
“Complete Home Handyman’s Guide” 
and “Your Dream Home—How to 
Build it for Less than $3,500.” 

Cobb’s “Amateur Builder’s Hand- 
book” includes 1,001 picturized ideas 
for repairing, remodeling, and mod- 
ernizing a home. Cobb went to the 
principal manufacturers and trade 
associations to check his directions 
and illustrate his ideas for repairing 
and beautifying the home. Over 1,000 
pictures are presented in the 512- 
page indexed volume that includes 
nine chapters. New types of materials 
and new application or installation 
methods are explained and depicted 
for all major home alterations and 
improvements. 

The chapters. cover: 
masonry, bricks, glass; rough car- 
pentry, houses, rooms; millwork, 
windows, doors, screens, floors; roofs, 
insulation, ventilation, heating; in- 
terior finish, plaster, linoleum, tile, 
wallpaper; plumbing, heating, fire- 
places, chimneys; tools and hardware 
for every need; paints, varnishes, 
sprayers, brushes; electrical wiring 
and fixtures. 

The publishers of “Amateur Build- 
er’s Handbook,” Wm. H. Wise and 
Company, Inc., 50 West 47th Street, 
New York 19, N. Y., have developed a 
profitable advertising and sales plan 
for this $2.95 volume for use by 
building material dealers. 


concrete, 
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BEST SELLER: 
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EVERY DAY NEW PROFIT- WISE DEALERS 
DISPLAY THIS MIRACLE SALES SYMBOL 


When Tylac Company introduced its newly perfected — 
scoring principal—Contour Bevel Score Line—some six © 
months ago, our jobbers and dealers were enthusiastic. ~ 
Almost over night they began ordering—and then re- 

ordering. Why? Because customers had seen and ex- 

amined it—they liked it—they bought it. Consumer 

acceptance was spontaneous—TYLAC had scored again. 

TYLAC is today’s most alluring wall board. Its new, soft 

rounded edge score lines add even greater charm and 

distinction to its lustrous, mirror-smooth hi-baked enamel 

surface. The new scoring simulates depth, yet full bend- 

ability of the board is retained. Contour Bevel score 

lines do not harbor dust, dirt or grease—a damp cloth 

all combined in one — quickly restores its loveliness. 

the most beautiful wall In ’51—step up your wall board Sales and Profits. Stock 

board on today’s market. Miracle Walls by TYLAC, Now! It’s a GOOD deal. 


Write today for our new liberal Sales Plan, our many 
Advertising and Dealer Helps, prices and discounts. 
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PIONEERS IN THE PREFABRICATED WALL PANEL INDUSTRY 
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KANSAS 


MULVANE: The office of the 
Wayne R. Bolan Lumber Company 
here has been remodeled. New dis- 
play tables and shelves complete the 
modernization. 


LEBANON: Lon L. Robinson and 
R. L. Young have sold their interests 
in the La Crosse Lumber Company 
to Paul A. Nitsch, the third partner. 
Nitsch is now complete owner. 





OTTAWA: Robert McCrea has 
moved part of his lumber-yard mer- 
chandise to the new location on 
South Main Street. The old office 
will remain open until the end of the 
coal season. The name of the com- 
pany has been changed to the Ottawa 
Lumber Company, dropping the 
“North” from the old title. 


SALINA: Dwayne C. Larson, of 
the Larson Lumber Company, has 
been honored with the vice-presi- 
dency of the Salina Retailers Associa- 
tion. . . Chris Eberhardt has joined 
his father in operation of the Eber- 
hardt Coal and Lumber Company. 
For four years, Chris had been an 
engineer on the Kortes dam project 
in Wyoming. 


MACKVILLE: The T. M. Deal 
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COMPLETE 


WINDOW UNITS 





Complete Window Units, equipped with Monarch Metal Weatherstrip have proved, in 
thousands of projects, their value in these four ways: 


1. Waste of both time and material is prevented 

2. The high cost of fabrication on the job is eliminated 

3. Completion dates are met easier because jobs can be finished faster 
4. Better, sounder, higher quality construction is assured 


Sell your builder customers on using Complete Window Units equipped with Monarch Metal 
Weatherstrip. The owner gets more for his money—the builder saves time and cuts his 


costs—— and you make more profit. 


ssh Your Sash round Door Jobber 


Published in the interest of better and more economical building 
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Lumber Company has closed its yard 
here. Merchandise was moved to 
other Deal yards. 


CHENEY: Curtis W. Dickson, 
former head of the Comley Lumber 
Company in Geuda Springs, has 
closed that yard and joined the firm’s 
yard in Cheney. 


GEORGIA 


ATLANTA: The Lakewood Lumber 
Company, managed by Robert M. 
Davis, was the first Georgia business 
firm to register with the State De- 
partment of Revenue for collection 
of the new state sales tax of 3 per 
cent. 


ADEL: H. W. Nelson, Etheridge 
Harris, and Willis Williamson have 
opened the Acme Supply and Manu- 
facturing Company. The firm makes 
doors, screens, windows, and other 
types of woodwork for local sale. 


ARKANSAS 


BRINKLEY: John Deem has 
bought the Harrison-Armstrong Lum- 
ber Company from Russell Harrison, 
M. L. Armstrong, and Richard Sulli- 
van. 


FORREST CITY: James Pearson is 
owner of a new building supply firm 
opened here this month. 


NORTH CAROLINA 


GREENSBORO: Two firms have 
been granted charters of incorpora- 
tion to sell lumber and other build- 
ing supplies here. The Modern Home 
Builders Supply Company, Inc., is 
owned by Roy Daniel, Welford 
Henry, and Richard Chilton. John 
Wrenn, Jonnie Wrenn, and M. B. 
Prescott are principal stockholders 
of the Wrenn Lumber Corporation. 


MORGANTON: Noah Pitts, Jr., 
well-known building supply dealer 
here, was recently elected president 
of the Young Republican Club. 


TEXAS 


DENISON: The Sharpe and Beck- 
elman Lumber Company has moved 
to a new location at Main and 
Crockett. Partners R. D. Sharpe and 
Frank Beckelman say the building 
has been completely remodeled and 
modernized. 


FREDERICKSBURG: New presi- 
dent of the Gillespie County Fair 
Association is Elgin Heinmann, local 
lumberman. 


HOUSTON: The Olshan Demolish- 
ing Company lumber yards cele- 
brated the completion of 5,000,000 
man-hours of work during 17 years 
in the lumber and demolishing busi- 
ness with a public show and exhibi- 
tion of materials. The show featured 
Countess Maria Pulaski. 


AUSTIN: The Dobbins-Campion 
Lumber Company won the gold 
trophy at the Butler Park Pitch and 
Putt golf course recently. The team 
of lumbermen consists of Captain 
George Seaholm, Carl Gustafson, Jr., 
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Recommend and Sell 


DURALL 


America’s Fastest-Selling 


ALUMINUM TENSION SCREEN 


over 2,000,000 now in use! 
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© Guaranteed by @ 
Good Housekeeping 
a ~ 


‘4 
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NEW YORK WIRE CLOTH CO., Dept SB-3 
445 Park Avenue, New York 22, N. Y. 


Please send me: 
C1) Full information about DURALL 


C) Free newspaper mats, folders, etc. 












Each Durall screen is 
attractively packaged in an individual, Address ............ 
compact container — handy for storage! 






Bobby Rowley, Johnny Crawford, 
and Dudley Krueger. 


DALLAS: A five-alarm fire at the 
Lyon Gray Lumber Company did an 
estimated damage of $125,000. This is 
the second costly fire for Lyon Gray 
in recent weeks. The company of- 
fices at Commerce and Field re- 
ceived $200,000 worth of damage in 
early December . . . Wamix, Inc., a 
ready-mix concrete firm, recently 
opened a new plant here. Its daily 
capacity is 1,000 yards of concrete. 


MIAMI: C. E. Farrington, of 
Perryton, has been named manager 
of the Miami Lumber Company. He 
succeeded Jack Walker, who is now 
in Shamrock. 


WICHITA FALLS: The Northside 
Lumber Company has painted its 
buildings a striking black and orange. 
The paint job has provoked a lot of 
public comment. Manager Harold 
Scott says the company is practicing 
what it preaches—that anything 
worth having is worth keeping up. 


FLORIDA 


LA GRANGE: Henry Goethe has 
announced the opening of the Bre- 
vard Lumber Company, a retail store 
adjacent to his mill here. He also 
operates a wholesale outlet, the 
— Goethe Lumber Company 
rere. 


NICEVILLE: The Bay Lumber 

















A Complete Line 
of 
Finer Windows - 


Residence Casements 
Architectural & Commercial 
Awning Windows Commercial 
Projected Windows _Pivoted 
Windows Security Windows 


Southern Made 
for Southern Builders 


The Empire Line of Steel Windows offers you an oppor: 


tunity to handle windows 
engineered, accurately and sturdily built, bonderized for 
lasting finish, Empire Windows are nevertheless sold at 
competitive prices. Write for literature. 


DECATUR IRON & STEEL CO. 
Decatur Alabama 
Serving Southern Builders for Over 60 Years 
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Company opened here February 2 
on Highway 85, adjoining the Eglin 
Field base sawmill. Roger Clary and 
Jack Newman are owners of the 
firm. 


BOCA RATON: The Boca Raton 
Lumber and Supply Company has ac- 
quired 15 acres along the railroad 
and is constructing a new building. 
The new firm started delivering ma- 
terials January 15. 


ALABAMA 


BIRMINGHAM: W. T. (Speedy) 
Estes, president of the Alabama 
Building Material Exchange, his son- 
in-law Jack Cole, Jr., and their pilot, 
George Haynes, almost lost their lives 
when their plane was forced to 
ground in a pasture near Bessemer 
during a terrific windstorm on Feb- 
ruary 20. The trio had been hunting 
near Livingston and unknowingly 
flew into the storm, which knocked 
out their radio control. Pilot Haynes 
miraculously landed the tiny plane in 
the pasture, but the plane still took 
a licking by being twirled around a 
pine sapling into which the windy 
rainstorm dashed it. The shaken 
hunters were given an auto lift into 
Birmingham hy the farm family who 
feared them dead. 


WEST VIRGINIA 


MORGANTOWN: The _ Eastern 
Lumber Corporation has been granted 
a charter of incorporation. Incor- 
porators include Howard and Mildred 
Smyth and Arthur C. Davis. 


MISSOURI 


DIXON: Scruggs-Guhleman-Knoll- 
meyer, Inc., has purchased the Dixon 
Lumber Company. The Dixon firm 
formerly was known as W. L. Farn- 
ham and Sons. 


WARRENTON: Marion Gutermuth 
is new manager of the Warrenton 
Lumber Company. He succeeds I. E. 
Haviland, who returned to construc- 
ion work, 


ST. JOSEPH: The Lumbermen’s 
Supply Company has a new mill- 
work department. In addition to 
other jobs, weathersealed window 
units are being assembled here. 


CROCKER: The Collins and Son 
Lumber Company has installed a 
new planer. The company plans to 
mass-produce flooring. 


STANBERRY: C. L. Enyart, Jr., 
manager of the Enyart Lumber Com- 
pany, reports that his company has 
a new storage building. 


ROCK PORT: A new 22x48-foot 
workshop at the Burke and Sons 
Lumber Company enables workers to 
do special jobs inside during bad 
weather. A new driveway and other 
improvements facilitate operations. 


ST. LOUIS: James A. Roland, who 
entered the lumber business as an 
office boy in 1906, was recently made 
president of the Fry-Fulton Lumber 
Company. He succeeded Thomas W. 
Fry, the founder. Roland was with 
the Charles F. Luehrmann Hard- 
wood Lumber Company until 1928, 
when it was taken over by the Fry- 
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YOU CAN FEEL 
THE GRAIN BECAUSE 
IT’S REAL! 
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@ High ridges, deep shadow lines on an extra thick base shingle 


@ A product of Certain-teed’s unique graining process 


ASPHALT te te — 
@ “Millerized for longer life 
SHINGLES @ In green, gray, blue, red and brown blends 


Fevbinhied / Cort. Z a-b (4 ("4 a ASPHALT ROOFING - SHINGLES - SIDINGS 


ee 


pb —" GYPSUM PLASTER - LATH - WALLBOARD + ROOF DECKS 


PRODUCTS 
Quality made Certain... Satisfaction Guaranteed 


CERTAIN-TEED PRODUCTS CORPORATION 


ARDMORE, PENNSYLVANIA 


ACOUSTICAL TILE INSULATION — FIBERBOARD 


MARCH, 1951... Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 








Fulton firm. . . The Smith and Bren- 
nan Pile Company, manufacturers 
and installers of concrete piles, have 
bought the property formerly owned 
and occupied by the Gideon Ander- 
son Lumber Company. 


LOUISIANA 


RAYNE: Privat Brothers, Inc., 
have added a large storage house for 
cement supplies. Other building addi- 
tions have provided more space for 
stocking larger quantities of ma- 
terials. 


NEW ORLEANS: A new building 
supply firm, the Poydras Lumber 
Company, has opened here at 2600 
Foydras Street. Thomas F. Favre III 


is president. Miles DeRussy, Sr., who 
has had more than 20 years of ex- 
perience in the lumber field, is gen- 
eral manager. . . Joseph D. Babin 
has joined the R. F. Mestayer Lum- 
ber Company as a sales representa- 
tive. Babin was associated with 
Frerichs Lumber Company, Inc... . 
The Sumrall Roofing and Waterproof- 
ing Company has been incorporated 
to sell insulating materials. 


MISSISSIPPI 


CORINTH: The Berkheiser Lum- 
ber Company recently installed a 
ready-mix concrete plant. It has 
purchased a fleet of Smith-Mobile 
mixers, 








“No, the Supreme Snark of the Universe of the International Con- 
catenated Order of Hoo-Hoo can’t come out for any pow-wow 
tonight! This is the Grand Snark-ess speaking! 








HUUHOU 


W b.f/ Oh fF 


il 


lay. 


s — 


DALLAS, TEX.: Hoo-Hoo Club 75’s 
February 19 meeting combined both 
fun and facts. Charles Thomas Hol- 
lis III and his girls gave a song and 
dance revue. On the serious side, 
Professor Newsomberg, DD, PhD, and 
LLD, gave Cats some of the finer 
points on roofing and allied sub- 
jects. Professor Recordski, LLD, LB, 
helped him in answering questions. 


ATLANTA, GA.: Forty men attend- 
ed Hoo-Hoo Club No. One’s dinner 
meeting at the Atlanta Athletic Club 
on February 19 and witnessed two 
films. A  sound-slide film entitled 
“The Rebirth of a Neighborhood” 
showed the Cats how Mr. and Mrs. 
Wallace E. Johnson through private 
enterprise completed a slum-clear- 
ance project in Memphis, Tenn., for 
Negro renters. “Mechanized Ma- 
terial Handling,” a 20-minute movie 


70 


supplied by the Clark Equipment 
Company, showed how a building 
supply dealer uses lift trucks to mul- 
tiply his manpower in storing and 
handling all sorts of building ma- 
terials. 


First Indian Tree Farm 


Something new in the way of 
Indian treaties was effected when 
the Indians of Turtle Mountain 
reservation, in North Dakota, made 
an agreement with the state to 
start a Tree Farm. 

In signing the agreement, the 
Indian tribesmen pledged them- 
selves to follow modern forestry 
practices on the 35,000 acres of 
tribal land that will be used for 
the Tree Farm. They plan to estab- 
lish a sawmill for processing their 
timber harvests. 


OKLAHOMA 


EDMOND: Glynn Webster, former 
local manager of the Long-Bell 
Lumber Company, has been trans- 
ferred to Liberal, Kan. Harris Love, 
until recently manager of the yard 
in Claremore, succeeds Webster here. 


FLETCHER: Gwen Thomas, who 
opened the Fletcher Lumber Yard in 
1933, has closed the firm. The Elgin 
Lumber Company has bought the 
materials, and the woodworking 
equipment has been moved to the 
home of Thomas’ son. 


PRYOR: New manager of the 
Long-Bell yard here is Ivan (Chuck) 
Williams. A graduate of the Uni- 
versity of Oklahoma with a degree 
in engineering, Williams joined 
Long-Bell in July, 1949, and served 
in several other yards. 


CORDELL: J. C. Gillig, Guthrie, 
has assumed management of the 
Rounds and Porter yard here. A. D. 
Ables, former Cordell manager, is 
now managing the Rounds and 
Porter yard in Altus. 


OKLAHOMA CITY: Barney Stew- 
art Lumber, Inc., was honored re- 
cently with an Advertising Award 
from the Oklahoma City Advertising 
Club. Barney Stewart, Jr., president 
of the firm, gave much of the credit 
to Jane Jennings, promotion man- 
ager. 


DUNCAN: The Kendrick and King 
Lumber Company has bought the 
Comanche Lumber Company in 
Comanche from A. N. Harley. Calvin 
McClarity remains as manager. 


ALTUS: A. D. Ables has assumed 
management of the Altus retail yard 
of the Rounds and Porter Lumber 
Company. He was manager of the 
company’s yard at Cordell. Perry 
Howard, the former manager here, 
has moved to Lubbock, Tex., to go 
into business. 


TENNESSEE 


KNOXVILLE: Walter L. Morris, 
vice-president of the Farragut Lum- 
ber Company here, has been elected 
to the board of directors of the Knox- 
ville Chamber of Commerce. 


CHARLES L. MARROTT, 67, owner 
and operator of the C. L. Marrott and 
Son Lumber Company in Redfield, 
Ark., died February 8 of a heart at- 
tack on his way to the mill. He leaves 
two sons and a daughter. 


ALMON MARSHALL JOHNSTON, 
47, died January 6 in Urania, La. He 
was office manager of the Urania 
Lumber Company. He is survived by 
his mother, three sisters, and a 
brother. 


CHARLES SANFORD, 64, a buyer 
for a San Antonio, Tex., lumber 
firm, died of a heart attack February 
15. He had been in the lumber busi- 
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Grani-lite’s new and different colors in granite-like finish make it easy to 
decide upon . . . easy for you to sell. Most dealers who have seen actual 
samples of Grani-lite are now Grani-lite Dealers. It’s been “love at first 
sight”” with dealers and consumers alike. The resemblance to real granite 
gives it the quality and character of being a best seller in the years ahead. 
If you are turning to remodeling sales, you'll want Grani-lite panels as your 
first choice decorative wall and ceiling material. 


Why You Should Become a 
Grani-lite Dealer NOW! 


Regardless of what’s ahead . . . further government 
restrictions on new construction or just those now in 
effect . . . remodeling jobs will be your salvation for 
the future. Grani-lite, the quality wallboard with 
new and added beauty is the answer to getting more 
of the increasing number of remodeling jobs. There 
is no time to lose in getting ready for those oppor- 
tunities. Remember — in times of scarcity the dealer 
with the material gets the business. Don’t delay. Be 
a stocking Grani-lite Dealer NOW! 


5 NE WwW and DIFFERENT COLORS Also MAKERS OF WAL-LITE, SATIN-LITE and LEATHERBORD 
4 MOST POPULAR PATTERNS tat oe dene ce 
Manufactured by... 2 


WALLACE MANUFACTURING CO.4 
10th and FAYETTE e NORTH KANSAS CITY, MO. 
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PRECISION 


folding stairway 


NO SPRINGS 
NO ADJUSTMENTS 


SIMPLE AND EASY TO OPERATE © 
A rt pull of the cord and the 


cleverly engineered counter weights _ 


silently ease the stairway into down 
position. The same counter weights 
return the stairway to its up position 
with equal ease. 
RUGGED AND STRONG 
Construction of No. | kiln dried poplar 
throughout. Brackets and rocker arms 
made of cast aluminum, hinges of cast 
brass. Trim is not furnished. All parts 
are numbered and _ interchangeable. 
Frame is made to fit 26" x 54" open- 
ing in ceiling. 
INSULATED 
Panel is insulated with Cellufoam and 
protected with tough chip board. 
SAFETY TREAD 
Each step is covered with regular run- 
ning-board composition safety treads. 
Adds to appearance as well as safety. 
FITS ALL CEILINGS 
The stairway fits any ceiling from 7 feet 
to 9 feet, 9 inches figured from finished 
floor to finished ceiling. Runners are 
graduated to facilitate cutting off at 
different heights. Two standard sizes: 
8' 9" fits from 7' to 8' 9" ceiling, 9° 9" 
fits from 8' 9" to 9' 9" ceiling. 
REQUIRES NO ATTIC SPACE 
Full height above attic floor is only 36". 
Folds completely into 26" x 54" open- 
ing in ceiling. 
SHIPPED IN 1 PACKAGE 
Precision Stairways are packed com- 
pletely in one heavy carton, assembled 
and ready for installation, which offers 
a considerable savings over other attic 
stairways. Shipping weight 125 pounds. 
Sold by more than 12,000 dealers in 
U.S.A. and Canada. 


For complete information write us today 
Manufactured by 


PRECISION PARTS CORP. 


Nashville 7, Tennessee 
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ness for many years and was well 
known in the state’s lumber circles. 
Surviving are his wife and son. 


HENDERSON BAKER, 71, president 
and founder of the Henderson Baker 
Lumber Company in Nashville, 
Tenn., died February 1. He started 
his own lumber business 50 years 
ago. He had been a director of the 
Third National Bank, the Nashville 
and Decatur railroad, and the Na- 
tional Hardwood Lumbermen’s As- 
sociation. He leaves a widow and two 
nieces, whom he reared. 


A. N. HARPER, 71, member of the 
firm of Atkins-Harper Lumber Com- 
pany, died February 12 at his home in 
Asheville, N. C. He leaves a widow 
and son. 


PHILIP COHEN, 58, owner of the 
Ace Plywood and Lumber Company 
in Miami, Fla., died February 12 
while on a business trip to New 
York. Surviving are his widow and 
son. 


BPP PPP PPPRPPPPP PPP 
Among the Wholesalers 
RAPPING 


. LANCASTER, PA.: Twelve sales- 
men participated in a recent Whole- 
saler Salesman Seminar sponsored by 
the Armstrong Cork Company’s 
building materials division. Among 
them were John T. Striplin and 
Gerald M. Lehman, Birmingham, 
Ala.; James E. Hoffpauir, Jr., San 
Antonio, Tex., and J. T. Mathes, New 
Orleans, La., all of U. S. Mengel Ply- 
woods, Inc. Also attending were T. 
W. Landskroener, Delmarva Sash 
and Door Company, Barclay, Md., 
and Monroe N. Farmer, Binswanger 
and Company, Inc., Richmond, Va. 


HOUSTON, TEX.: Bill J. Walker 
has been named local sales repre- 


sentative for the Kelley Manufac- 
turing Company, makers of steel 
building products. He formerly was 
branch manager of the Valley Steel 
Company. 


ATLANTA, GA.: The Richkraft 
Company, Chicago, makers of build- 
ing papers and reflective insulation, 
has appointed Maxwell and Hitch- 
cock, Inc., as distributors for this 
area. 


DALLAS, TEX.: The Home Com- 
fort Company recently opened in 
new and larger quarters at 1415 
Dragon Street. The firm is state dis- 
tributor for Johns-Manville products 
and Inselbric siding. 


COLUMBIA, §S. C.: E. W. Proctor 
and Company has been made sales 
agents for the Illinois Zinc Com- 
pany’s sheet and strip zinc in Geor- 
gia, Florida, Alabama, the Carolinas, 
and east Tennessee. 


TAMPA, FLA.: L. N. Dantzler, Jr., 
received the Civitan Club’s annual 
award recently as Tampa’s outstand- 
ing citizen of last year. He is presi- 
dent of the Dantzler Lumber and 
Export Company. 


KANSAS CITY, MO.: The Orchard 
and Wilhelm Company now dis- 
tributes Sloane-Blabon’s line of 
smooth surface floor coverings. 


CLEARWATER, FLA.: Winter 
Brothers Lumber Products, Inc., of 
Oak Park, Ill., has opened a branch 
sales office here in the Fencon Build- 
ing. Pete Winter has moved here to 
operate the firm. Three generations 
of the Winter family have supplied 
building materials. 


NEW ORLEANS, LA.: The E. G. 
Boh Forest Products firm has opened 
a new office at 7713 Edinburg. E. G. 
Boh and his associate, J. Allison 
Moroney, specialize in foundation 




















“1 don’t think I'll put up a cabin here, Edna- 
the building material's too high!” 
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261—Bathroom Fan 


Trade-Wind Motorfans, Inc., 5725 
South Main Street, Los Angeles 37, 
Calif., now makes a bathroom venti- 
lator with a time switch that can be 
set to automatically cut off the fan 
after any length of time up to 30 
minutes. 

Installed in the ceiling and vented 
to the outside, the ventilator removes 
all steam and odors. Over-all dimen- 
sions are 65% inches deep, 8% inches 
wide, and 7% inches high. 

The 4-inch blower wheel cuts 
noise to a minimum. Discharge is 
horizontal through a standard 4-inch 
round pipe. The housing is perma- 
nently installed in the ceiling joist 
space. The blower unit is instantly 
installed or removed by means of a 
friction catch and electrical plug. 


262—Floor Insulation 


The Owens-Corning Fiberglas Cor- 
poration, Toledo 1, Ohio, now makes 
preimeter insulations of Fiberglas for 
residential concrete floor slabs. Fib- 
erglas is made of glass fibers bond- 
ed together with a stable resin. 

Heating coils or perimeter heating 
by warm air in the slab increase the 
need for perimeter insulation, which 
permits use of a smaller heating 
unit. 

Type PF-615 Fiberglas insulation 
has a thermal conductance of .31 and 
can be used as an integral part of the 
form if dry mixes are used. The 
standard size is 12x48x% inches. 

Type AE-6, with thermal conduc- 
tance of .28, has an insulating core 
of Fiberglas enclosed in an asphalt 
sheath to protect it from ground wa- 
ter and from water in the concrete 
mix during the pouring of the slab. 
The standard size is 12x36x1 inches. 

Fiberglas perimeter insulation type 
AE-618 is a heavy-density, asphalt- 
enclosed fibrous glass board. It is 
specified when the insulation is used 
as part of concrete slab form. Stand- 
ard size is 12x36x%4 inches. 


an an a 
263—New Wallboard 
Insulite, 500 Baker Arcade Build- 


ing, Minneapolis 2, Minn., has added 
a new Durolite %4-inch plank design 


insulation board to its line of wall- 
boards. Beads running lengthwise of 
the plank give the appearance of 
6- and 10-inch-wide alternate planks. 

The new thickness adds strength 
to withstand greater abuse and in- 
creases insulating value. It is made 
for nailing or stapling directly to 
studs spaced 16 inches on center. A 
new tongue and groove joint pro- 
vides secure, concealed fastening. 

Made in three pre-decorated colors 
—ivory, pale green, and light Wood- 
tone, Durolite is cleaned by scrub- 
bing with brush, soap, and water. 
Standard panel size is 16 inches by 8 
feet. 


vv Vv 


264—Liquid Glue 


The Plaskon Division, Libbey- 
Owens-Ford Glass Company, 490 
West Harper Street, Lenoir, N. C., an- 
nounces that its liquid resin glue 
350-2L can be obtained by those in 
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Atlanta 5, Ga. 
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Wurdack pioneered in the 
development of silicones as a 

y water repellent back in 
1946. CRYSTAL backs its claims for 
superiority with on-the-job 
performance. In Wurdack’s new, 
comprehensive manual you will find: 





information about Silicones 

What CRYSTAL Is 

What CRYSTAL Does... including its 
5 Way Protection... 1. Repelling 
water. 2. Preventing efflorescence. 
3. Retarding staining. 4. P ing 
masonry joints. 5. Safeguarding 
interior decorating. 

How CRYSTAL is Applied 

Where CRYSTAL Can Be Applied 

Where To Obtain CRYSTAL 





Some of these pages are filed in 
Sweets 1951 Architectural and 
Engineering Services Catalog 


WURDACK CHEMICAL CO. 
4980 Fyler Ave., St. Louis 9, Mo. 


Please send me information about 
CRYSTAL. 

Name __ _ 
Type of Business _. __- ___ 
Address — 


4980 Fyler Avenve 
St. Lovis 9. Mo. 
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the Lenoir area at a savings of one 
cent a pound. 

Three new hardeners for this glue 
are also announced. 

LC-10 is for use with lumber-core 
machines. 

F-20 is a fast hardener for hot 
pressing of the glue. It is recom- 
mended for use on an electronic edge- 
gluing machine. 

LA-8 is a long assembly hardener 
that gives better water resistance. 


wYvY¥v 
265—Acecess Door 


The R. G. Coffman Company, Inc., 
P. O. Box 1113, Orlando, Fla., now 
makes a completely assembled, all- 
steel access door. 

Finished with a gray primer coat, 
the unit has a perforated metal grille 
door. The unit fits a 16x24-foot 
masonry opening. It has a “4x2 bar 
stock and angle iron combination for 
extra strength. 

Shipped in two pieces—the frame 
and door—it is made to fit 8- and 4- 
inch block and brick construction. 


266—Tubular Locks 


The Yale and Towne Manufactur- 
ing Company, Chrysler Building, 
New York 17, N. Y., has introduced 
a completely new line of Yale resi- 
dential tubular locks. This new line 
will “make the most effective use of 
critical metals” during the national 
emergency, and several other Yale 
lines will be discontinued. 

Called Home Duty, the new line in- 
cludes four models—an_ entrance 
door lock (illustrated) with greater 
pick resistance; locks for closets, 
vestibules, and connecting doors; 
bedroom door locks, and kitchen and 
bathroom door locks. 

These locks are pre-assembled at 
the factory into five component parts 
to simplify installation. 


an an ad 
267—Low Attic Fan 


Robbins and Myers, Inc., 387 S. 
Front Street, Memphis, Tenn., now 
makes an attic-fan unit designed to 
simplify installation. This vertical 
discharge unit has a built-in suction 
box. Measuring three square feet 
around, it projects only 17% inches 
above the attic floor. The fan is made 
in 4,750- and 6,800-CFM capacities. 

No screws or bolts are required to 


. . - Tell our advertisers you saw it 


hold the unit in place. Heavy rubber 
bases provide an air seal and cushion 
between fan frame and attic floor. 
Installation during home construction 
is said to take less than an hour. 

The automatic ceiling shutter is 
operated by a wall switch. A wood 
frame around ceiling opening elimi- 
nates need of extra plastering, paper- 
ing, or painting. 


Y¥vv 
268—Interlocking Tile 


Jones and Brown, 439 Sixth 
Avenue, Pittsburgh, Pa., announce a 
new plastic wall tile with bevel edge 
that is interlocking and self-align- 
ing. Called “Pittsburgh Interlock,” 
the tile has a special ridge on the 
back that “locks” the mastic in to 
make a tight installation. 

These tiles are made of Styron, a 
new plastic that withstands tempera- 
tures up to 165 degrees F. “Pitts- 
burgh Interlock” is available in 22 
colors. 


MY vv 
269—Waliboard Colors 


The Celotex Corporation, 120 S. 
LaSalle Street, Chicago 3, IIl., has 
added two new colors to its line of 
interior finish materials—a deep- 
toned blue-green and Sierra rose. 

The colors were selected as a re- 
sult of a nation-wide consumer sur- 
vey made by Howard Kitcham, Inc., 
color engineering firm. 

Both plank and tile designs, made 
with the Celotex “E” joint for con- 
cealed nailing, are available in the 
new colors. 


vw vv 
270—Finishing Machine 


DeWalt, Inc., Lancaster, Pa., has 
added models GE-400 and GR-400 to 
its line of power-feed woodworking 
equipment. They enable dealers to 
finish many of their own building 
materials. 

Model GE-400, pictured here, is a 
standard DeWalt model GE radial 
arm machine with a safety power 
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feed and custom table top. Model 
GR-400 is a standard model GR saw 


with the same added features. 

The custom table has a pressure 
arm, a spring hold-in, and a spring- A 
tensioned hold-down. It permits the a a 


operator to shape, rip, bevel rip, 
tongue and groove, rabbet, plough, 


and run spies a machine. WHY DON 'T YOU y 
271—Versatile Tool SELL GLASS 


The Wodack Electric Tool Corpora- 
tion, 4627 W. Huron Street, Chicago 
44, Ill., announces the “Do-All,” a 
portable electric combination ham- 
mer, drill, and grinder. 

This tool does three types of work 
—drill concrete and masonry; drill 
metal and wood; and drive grinding, 
buffing, and wire wheels. 

Ball bearings with sealed lubrica- 
tion enable the Do-All to stand up 
under hard, continuous usage. It 
runs on either direct or alternating 
current of from 25 to 60 cycles. 


vv ¥v 


No longer do you have to depend on one or 
two individuals in your organization to handle 
glass sales. Now any of your employees, either 
man or woman, can sell a customer a piece of 
glass cut to his exact requirement. All you need is 
a FLETCHER Automatic Glass Cutting Machine. 


4 


THE FLETCHER GLASS CUTTING MACHINE 


o> < 
Sf p> SAVES SPACE — SAVES BREAKAGE — SAVES TEMPER 


First of all, this machine will save valuable floor space in your glass 
department. Unlike the horizontal cutting table this machine mounts vertically 


272—Electric Hammer 
: on your glass rack or wall. 


Skilsaw, Inc., 5033 Elston Avenue, Ps 
Chicago 30, mi, has added a hemaner It has been approved by the City of New York Bureau of Weights and 
of simplified design with only one . 
working part to its line of portable Measures for accuracy. The glass to be cut rests on a metal straight edge 
electric tools. This Model 437 in- | which is not subject to wear and a vernier adjusting mechanism insures a true 
corporates a power unit consisting . . 
ol toe dhaeusialy canadien seamna square cut. Full length rules are adjustable and the pressure on the cutting 
coils, eliminating gears, cranks, and wheel is also adjustable. All major moving 
connecting rods. . . * 

Striking 3,600 blows a minute, the parts are equipped with ball bearings. 
Skil electric hammer is said to drill Zz 
and channel in concrete, vibrate con- Ask your jobber salesman about the 
poten —— scale, and clean | FLETCHER Glass Cutting Machine—the ma- 

Weighing 20 pounds, the 1%-inch | chine that actually cuts the glass under con- 


hammer has extreme operating limits . 
oF Sa ts 1 sana Giamnatae eae ee trolled even pressure. If your jobber does not 
handle the FLETCHER, write us direct for 
ee complete information. 


273—Garage Opener 


The Kinnear Manufacturing Com- 
pany, Columbus 16, Ohio, now makes 
a simplified type of automatic op- 
erator to open or close garage doors 
by pushing a button on the dash- 
board of the car. 

The device is operated by a simple 
electro-magnetic control. A small 
electric motor raises and lowers the 
door from — garage ba 
cable and pulley. magnetic actu- 
ating unit placed in the driveway is THE FLETCHER ss TERRY COMPANY 
energized by pressing a contro] but- ~ 
peng vee he Fyne Be Pomme g ty ut 474 SOUTH STREET FORESTVILLE, CONNECTICUT 
©, that operates through a snl | —_—_———————— SS TS 
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magnetic unit, usually hidden be- 
neath the splash pan in front of the 
car. 

This device will automatically turn 
on garage lights as the door is opened, 
and off when closed. 

Additicnal pusnbutton controls 
can be placed ii the garage or house 
and a key-operated switch can be 
located outside the garage. The 
actuating mechanism in the driveway 
operates on safe, low-voltage “door- 
bell” wiring. 


vw vwv 


274—Sereen Latch 


The Stanley Works, New Britain, 
Conn., announces a new screen and 
storm door latch for doors from % 
to 1% inches thick. 

Model No. 1280 is made of steel; 
No. 1280% of brass. They are simply 
installed by boring a 1-inch hole in 
the door at desired height. They op- 
erate by pulling on the outside or 
pushing inside. 

Self-latching, they have a trip 
lever that locks doors securely but 
won’t lock you out. 
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B-436. Four completely redesigned 
Skil portable electric drills range in 
capacity from 4% to % inch in steel 
and up to 1% inches in hardwood. 
Speeds range from 250 to 1,000 RPM. 
The Skil line now includes 25 differ- 
ent drills. 


B-437. A new shingle display for 
counters, windows, or walls shows to 
good advantage Philip Carey’s new 
line of colored asphalt shingles. It 
holds shingles as they would look ap- 
plied to a roof. 


B-438. The Model G Delmhorst 
low-cost moisture detector has an 
extra-large meter dial, 4% inches 
wide. Yet, it is only 442x7x4% inches 
and weighs 3% pounds. It accom- 
modates interchangeable electrodes 
for measuring moisture in any wood 
product, plaster, and concrete. 


B-439. The new 240-volt Comet 
Clipper trailer-mounted radial power 
saw is combined with a generator to 
make a portable unit. The 4-cylinder 
gasoline engine gives the generator 5 
kilowatts of power to provide ample 
power for both the saw and six 
single-phase 120-volt power outlets 
for portable electric tools. 
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WIND-WAY 
VERTICAL 
DISCHARGE 


Lanchtlouse 


PACKAGE 
FAN 


BECAUSE: 


@ it is designed to fit ANY type building EASILY 
@ Installation costs, time and effort cut down to a minimum 
@ WIND-WAY merely sets on the floor of the attic or 
the trim of the well hole. It is NEVER fastened 
in any way, yet it moves the greatest amount of air 
quietly with absolutely NO noise or vibration 
@ WIND-WAY sells “on sight” to people who recognize it 
as a simple, foolproof, superior fan 


Write for descriptive 
bulletin No. 9150 


f- FAN AND VENTILATOR CO. 
= 531 St. Joseph St. New Orleans! 2, Lo. 
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B-440. Pul-Pac is a re-designed de- 
vice for Clark fork-trucks that 
handles unit loads without use of 
conventional pallets. The new model 
has a pantograph-type linkage to 
actuate the gripper-jaw and pusher 
rack, in place of long piston rods, It 
operates in a smaller space. 


B-441. The new Heinemann special 
purpose unit consists of from one to 
four magnetic circuit breakers com- 
bined with one or two receptacles. 
Ratings are supplied in any combina- 
tion up to 50 amperes each. It can 
be installed directly to the line on 
each job without “makeshift” ar- 
rangements. 


B-442. Made in 15s-to-4-inch sizes, 
the new Cannon bin and hopper 
vibrator has heavier pistons and 
longer strokes to cut out noise. 
Breakage of bolts and end plates is 
said to be virtually eliminated. 


B-443. A new Tilden drill kit con- 
tains six individual Konkrete Kore 
drill bits. Three are of the centerless 
type sized 3/16, %4, and % inch; 
and three are of the Kore type, 
4, %, and % inch, They are packed 
in a plastic carrying wrapper. 


B-446. Sho-Cloth is a new plastic 
drapery material that serves both as 
an attractive background material 
and Westinghouse appliance dealer 
identification. It is printed in brown 
and chartreuse with a design of the 
Westinghouse trade-mark to identify 
the brand of the products shown with 
it. 

B-447. The GS No. 11 carboy tilter 
with pouring spout assures a safer, 
faster, and easier method of pouring 
acids and other liquids from carboys. 
Made of acid-resistant rubber and 
plastic tubing, the spout has a flow 
capacity of 5 gallons a minute. 


B-448, Totrust instant-dry rust in- 
hibitor primer is a penetrating metal 
primer to prevent peeling, chipping, 
rusting. With most paints it is said 
to permit re-coating within from 10 
to 30 minutes. 


B-449. The Atlas-Power King 4- 
inch jointer-planer cuts 4 inches 
wide, 5/16 inch deep; has a 25-inch 
ground gray-iron table and sealed- 
for-life ball bearings. The rear bear- 
ing cap is easily removed so the en- 
tire head can be taken out for re- 
sharpening of blades without dis- 
turbing their setting. 


B-450. The Model DLP Combus- 
tioneer low-pressure oil burner has 
a compound air and oil-metering 
pump, a “triple velocity” visorhead, 
and an air-oil atomizing nozzle. Ap- 
proved by Underwriters Laborator- 
ies, the burner can be used as a con- 
version unit or replacement. It is 
available with Combustioneer oil 
furnaces. 


B-451. The HT-755 Fastener heavy- 
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duty hammer tacker has been re- 
modeled. A snap-off jiffy jaw has 
been added for easy cleaning. A new 
constantly-engaged plunger and cam 
mechanism gives greater driving 
power. 


B-452. Jiffy picture hangers have 
a picture hook mounted on a square 
of adhesive-backed tape that sticks 
to surfaces such as glass, tile, plaster, 
wood, and metals, thus eliminating 
mars on walls. The hanger’s swivel 
action allows pictures always to hang 
level. 


B-453. A new plasticized vinyl 
gasket is now being used on Westing- 
house refrigerators to provide a bet- 
ter door seal. It is said to have great- 
er resistance to deterioration than 
rubber gaskets. 


B-454. The Plaskon glue line now 
includes a new phenolic resin for 
hot-press plywood gluing to meet 
Army-Navy Aeronautical Specifica- 
tion AN-A-45. Called Plaskon 815-12, 
the resin is a fine powdered material. 


B-455. Litegreen Corkola bulletin 
board is an attractive shade of green 
instead of the usual tan color used 
for bulletin boards. The color extends 
throughout the board. Composed of 
¥g-inch cork bonded to %-inch fiber- 
board backing, the board comes in 
ae 4 feet wide and up to 12 feet 
ong. 


B-456. Two extra-long staples have 
been added to the Tube-Tite line. 
They are made for fastening copper 
tubing when dry board or plaster 
must be penetrated before the staple 
hits the joists. Known as Item No. 
304 and No. 305 Extra Long, they ac- 
commodate %- and %-inch nominal 
tubing respectively. Both are round- 
top types. 


B-457. Inglenook space-saving ja- 
lousies, slatted double doors, elimi- 
nate interference with furniture 
caused by single doors. The doors 
can be closed without cutting off air 
circulation between rooms. Jalousies 
come in black or Chinese red, plain 
or trimmed in gold, with various 
floral designs. They also come with 
a gray primer coat for repainting. 


B-458. Two new door and jamb 
butt templets are now made for use 
with the Stanley HB8 hinge butt 
router. The T5 templet is adjustable 
for cutting two or three hinge mor- 
tises on a door and jamb. The T6 is 
adjustable for cutting two hinge 
mortises on a door and jamb. Both 
handle door thicknesses of from 1% 
to 2 inches. They can be moved from 
door to jamb with no reversing of 
ends or turning over. 


B-459. The improved Stevens 
Model No. 600 line and surface level 
is made of heavy sheet aluminum 
rolled and stamped into shape to 
stand up under unusually rough 
usage. The vial cylinder is said to 
maintain accuracy longer. 


B-460. The Mueller Climatrol heat- 
ing and air-conditioning equipment 
line now includes two greater- 
capacity sizes. These models, Type 
110-120 and 110-160, have BTU in- 
put ratings of 120,000 and 160,000 re- 
spectively. Both use twin heat ex- 
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DELUXE 


Predecorated 


Panelboard 


DURABLE BAKED FINISH 


DURABLE 
BAKED FINISH 


- +» baked on for extra | 
and extra wear caiaeeen 





ROUNDED-EDGE 
SCORE LINES 


++ + give realistic deep shadow effect. 








to 12 ft. long, 
aa application cost. 





ELEVEN COLORS 


..- available in eleven pleasing colors. 
Sheets come in solid colors, re x 4” 
tile effect, Leveline (horizontal lines 
on 8” centers) and Leatherwood. 














MODERATE PRICE 


...no premium for long lengths. 
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Superlite Panels are sheets of Masonite Presdwood, surfaced with a 
high-gloss, durable baked-on plastic finish in eleven colors. Available in 
sheet sizes 4 ft. wide, and from 4 ft. up ams «I 
to 12 ft. long. Finished four ways: solid Pag) 4 4] 
colors, tile design(4” x 4” square), Leveline 24% t sees 
(horizontal lines on 8” centers) and in sree CLitt 
Leatherwood (a grained leather effect), Wfoop «TILE EFFECT =LEVELINE 
in four colors and in sheet size 4 ft. x 8 ft. Also available in plain sheets. 
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4401 N. American St., Philadelphia 40, Pa. 
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for FRENCH DOORS 


EA CASEMENT WINDOWS 


Adams-Rite, the originators of the ex- 
clusive extruded design in Surface, Slide 
and Cremone Bolts, is still the only 
source for all styles! This patented con- 
struction with concealed guides elimi- 
nates all unsightly straps and scratching. 
Solid brass throughout. Four screws to 
each bolt insure rigid strength. Installa- 
tion is easy and error proof and adjust- 
ments are made on the job without 
taking the bolt apart. Spring tension — 
gives uniform pressure at all points. 


All 3 widths of rods—*4”, 4"and 
34"—have the extruded design. 
Lengths to 48”. Harmonizes 
with any architectural design. 
Mortise and rim strikes fur- 
nished. 10 standard finishes. 


Extruded design in 2 sizes~— 2%” 
x 49” and 3” x 54”. Ideal for stall 
and Dutch doors and for use in 
place of mortise and gem bolts. 
Surface, rim and mortise strikes 
furnished. 10 standard finishes. 


RITE CREMONE BOLTS 


New narrow, modern design enhances 
French windows and doors. Especially 
suited to very narrow wood or metal 
stiles. Rods, all with extruded design, 
in 3 widths—*4”, 44” and 54”. Reversi- 
ble as to hand. One or 2 handles 
available. Thumb button deadlock 
optional. Mortise, rim, angle and sur- 
face strikes furnished. 7 standard 
finishes. 
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changers, burners and blowers, but 
operate with a common manifold, en- 
closed diverter and blower-motor. 


B-466. Helix bonding agent No. R- 
813 is designed especially to seal and 
waterproof the joints and edges of 
plastic-iaminate tops of sinks, coun- 
ters and tables. A permanent sealer, 
it is used to bond metal edges and 
will stand up under temperatures up 
to 400 degrees F. 


B-470. New glazing clips of the 
friction-type for use with Thermo- 
pane window units having an over- 
all thickness of % inch in steel, 
aluminum, or wood sash are now 
available. Made from a special spring 
steel, cadmium plated, the clips are 
said to form a resilient and perma- 
nent setting block. Sharp points 
punctured in the metal act as a grip 
to keep units from shifting. 


B-471. Ajax small hardware items 
are now being packaged on attrac- 
tive, colorful cards that tell some- 
thing of the item’s uses. The first item 
to be “carded” was the Handi-Hook. 


YY ¥ 
275—Vented Window 


Lilly-Vent, Inc., 7962 S. E. Powell 
Boulevard, Portland, Ore., announces 
the Lilly-Vent window that permits 
air circulation with full unobstructed 
vision. 

Vertical sliding panels that adjust 
to any desired position provide con- 
trolled air circulation. Each unit has 
clear-view design, no-draft louvers, 
weatherstripping, concealed screens, 
and all exterior trim to make unit- 
installation possible. 

Made with all-wood frame and 
louvers, they are available in either 
standard or custom sizes. Either 
plate glass or double, insulated glass 
is used for glazing. 


M7 v¥v 
276—Linoleum Patterns 


The Sloane-Blabon Corporation, 
295 Fifth Avenue, New York 16, N. 
Y., announces a new linoleum called 
Texfloor Terano. 

The 9x9-inch block design in deep 
tone-on-tone colors features a finger- 
painting design. Made in two-yard 
widths, the new linoleum comes in 
pilot blue, beachcomber gray, herds- 
man green, buccaneer red, and 
rancho beige. 

Among other 


additions to the 


. + + Tell our advertisers you saw it in 


Sloane-Blabon line is a new heavy- 
weight resilient enamel rug in a 
“Bunk House” design for children’s 
rooms—with a Western motif. Six 
marbleized and two basket-weave 
patterns have been added. 








WANTED 


Experienced Biller and Detailer ca- 
pable of Billing and Supervising pro- 
duction in Special Millwork Plant em- 
ploying about thirty mechanics, lo- 
cated in Knoxville, Tenn. 

If you can qualify for this permanent 
position please give brief outline of 
your qualifications with three refer- 
ences, including last employer. 


FARRAGUT LUMBER COMPANY 
P. O. Box 2266 


Knoxville, Tennessee 











CABINET WORKS 
FOR SALE 


Successful, operating cabinet 
works in large Gulf Coast City 
with double lot 102’ x 164’ and 
over 7,500 sq. ft. of buildings. 
Price $23,000, plus lumber in- 
ventory. 

For further information write 
M. L. Horst, c/o Julius E. 
Marx, Realtor, Mobile 13, Ala., 
Phone 2-1855. 











FOR SALE 


One Fay & Egan No. 146—42” Com- 
bination Band-Resaw and Rip-Saw. Five 
Blades. All in good condition. Bridgers 
Lumber & Building Material Co., Tusca- 
loosa, Ala. 











FOR SALE 


Retail Lumber Yard handling a full line of 
builders’ supplies, with the only planing mill be- 
tween Cincinnati and Louisville. Doing a nice, 
profitable volume of business in a county seat 
town. Will sell for inventory cost. as owner has 
other interests demanding full time. Address Box 
22, SOUTHERN BUILDING SUPPLIES, Atlanta, 
Jeorgia. 











FOR SALE 


Two Blaw-Knox two yard Hi-Boy Con- 
crete Mixers mounted on 1948 Ford 
trucks, In good condition. Now in use. 
GRAYSON LUMBER CO., INC. 
P. ©. Box 1311 Phone 9-113! 
Birmingham, Alabama 
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MOTORIZED LOADER 
(From page 25) 


all sizes—from stoker to lump. 
The driver just runs the loader up 
to a pile of coal and scoops it up 
like sand. 

Maycann reports that the loader 
his company uses can load a truck 
with stoker coal in 10 minutes flat. 


The loader also makes play out 
of the ordinarily backbreaking job 
of handling re-enforcing wire. The 
machine lifts, carries, and loads 
the heavy rolls of wire as if they 
were bags of rockwool. It ordi- 
narily takes two or three men to 
get a five-foot, 315-pound roll of 
re-enforcing wire off the ground. 
With the loader’s bucket lowered 
to the ground the wire is rolled 
into it with the foot, and horse- 
power does the rest. 

Replacing the bucket with a 
crane hook prepares the machine 
for carrying long lengths of soil 
pipe, poles, machinery, and similar 
loads. Hibbler-Barnes even uses 
this versatile wheel-type loader to 
move empty freight cars! Instead 


of waiting for a switch engine or 
using up a big chunk of two men’s 
time with car movers, one yard- 
man hooks up the loader and pulls 
the car away in a matter of sec- 
onds. 

And whenever a company truck 
gets stuck on some muddy byway, 
the loader goes to the rescue at a 
20-MPH clip. One day, recently, an 
H-B driver telephoned to say he 
was mired down with a load of 
plaster just 150 feet from the un- 
loading point on the building site. 
The loader was dispatched to the 
trouble spot, but couldn’t dislodge 
the vehicle because of the heavy 
load it carried and because it was 
an up-grade pull in slimy red clay. 

So, the plaster was transferred 
from the truck to the bucket of the 
loader, and the machine zipped 
through the mud to carry the ma- 
terial right up to the front door of 
the building. After the last load, 
the loader returned to the truck, 
pulled it free and returned to its 
yard chores. 

Preventive maintenance keeps 
the loader in action and ready for 
instant use. In the two years it 
has been in operation, Hibbler- 
Barnes’ machine has never re- 


quired a major repair job. The 
company employs a full-time me- 
chanic to look after the health of 
its rolling equipment, which in- 
cludes 14 trucks. 

The mechanic checks the load- 
er’s oil, water, tires, and battery 
every week. Greasing is another 
important weekly treatment, be- 
cause the large volume of sand- 
work causes sand to mix with the 
grease, and so makes frequent 
changes necessary. The company 
mechanic has found another use 
for the loader. He removes the 
bucket, attaches a cable and hook, 
and uses the loader for a garage 
hoist. 

But the best measure of the 
loader’s worth is summed up by a 
Hibbler-Barnes salesman. “Would- 
n’t take $50,000 for it,” he said, “if 
we couldn’t get another one!” 

Wheel-type loaders are available 
in many makes and models. That 
used by Hibbler-Barnes is a com- 
paratively heavy loader. It has a 
six-cylinder, 53-horsepower, rear- 
mounted engine; four forward and 
four reverse speeds; and a five- 
foot-wide, %-cubic-yard bucket. 
Total weight of the machine is ap- 
proximately 5.5 tons. 





THEY'RE QUIET 


THEY'RE PROVEN 


LONG LASTING QUALITY 


UNIT-FANS, INC. 
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Only one thing has been left out of the REED 


attic fan—hbeadaches! 


Here is a contractor- 


designed package attic fan and shutter that 
requires a minimum of time and no special 
equipment to install—reliable quality at a 


competitive price. 


Four stock sizes to fit 


every need. 


INSTALLATION DATA 


Model Fan and Shutter 
A B 
RVU-24 32” 32” 
RVU-30 36” 36” 
RVU-36 42" 42" 
RVU-42 48" 48" 


1001 St. Charles Ave., New Orleans 8, La. 


° Department W 

; 1001 St. Charles Ave. 

1 New Orleans 8, La. 
Please send me catalogs, prices 
and other information about 
Reed Fans. 


Name___ 





Address. 
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BRICK PROFITS 
(From page 30) 


tinguish from fine, long-standing 
structures. 

Where additions or wings have 
been needed as extensions of old 
buildings, Cushwa has built up a 
reputation for matching new sand- 
molded brick to old brick. 

By analyzing samples of old 
brick, analyzing the clay, adding 
the chemicals to obtain precise 
colors, and regulating the burning 
in the kiln, Cushwa is able to ob- 
tain closely matched brick. 

In cases where their kilns and 
machinery can not produce the 
precise product they are after, they 
search tirelessly for a plant that 
can. Their objective is to get as 
little difference as possible be- 
tween the old building and new. 

A case in point was the tele- 
phone building in downtown 
Washington. Weather-worn, sand- 
blasted, treated with acid, and dis- 
colored with age, the brick in the 
32-year-old building could no 
longer be matched on the market. 


The plant that had manufactured 
it was out of existence. Yet the 
architect was eager to get brick 
that would come as closely in ap- 
pearance to the old brick as 
possible. 

Cushwa was assigned the job of 
analyzing samples of the old brick. 
After about six months of testing 
and inquiry among plants, the 
brick sample matched what they 
were after. 

The new building went up and 
the difference between the old and 
new was barely perceptible. The 
new building has the same date- 
less look as the old building. 

Cushwa’s five salesmen contact 
architects, contractors, and mason- 
ry sub-contractors directly and 
present their large selection of 
high-quality face brick. 

Emphasizing the minimum 
waste or chippage of high-quality 
brick at good prices, the salesmen 
point out the quick service avail- 
able. 

A rush order placed with the 
Washington sales office before 2 
Pp. m. one day could be filled and 
delivered from the Williamsport, 
Maryland, plant by tractor-trailer 





OAK FLOORING 


AT 


We are in a position to ship 
Oak Flooring with Air Dried 
Yellow Pine Boards. Also 
K. D. finish molding and all 


pattern stock in pool cars. 


Block Flooring—634” and 9” 
to be laid in Mastic. 


HURTSBORO OAK FLOORING CO., INC. 


HURTSBORO, ALABAMA 


ITS BEST 


PLANT AT 


Phone 129 





City-Wide Installation 
Of Garbage Disposers 


The South’s first town-wide in- 
stallation of electric garbage dis- 
posers has been started in Mount 
Dora, Fla. 

“Our aim is to make Mount 
Dora a better and more attractive 
place in which to live and visit,” 
Mayor D. Fletcher Crane said. 
“We believe that by eliminating 
garbage cans, we can make the 
town both cleaner and healthier.” 

The town has signed a contract 
to buy General Electric disposers 
at a special price of $99.95 each in- 
stalled. No one will be compelled 
to buy one, but the 1,500 house- 
holders have been encouraged to 
do so by the city’s offer to cut in 
half the $9-a-year fee for garbage 
collection that is now imposed. 

About 90 per cent of the town’s 
houses are connected to septic 
tanks. The G-E disposers are said 
to work equally as well with septic 
tanks as with a sewage system. 


trucks to a job by the following 
morning. 

Staffed by 90 men, the plant 
turns out 100,000 molded brick a 
day, six days a week. The yearly 
output of the Cushwa plant is 
about 28 million bricks, 

Orders are placed long in ad- 
vance these days and the sales of- 
fice arranges its schedule so that 
bricks are delivered when the con- 
struction crew needs them. 

Timing is one of the difficult 
problems the office has to meet. 
Construction jobs are watched 
closely so that when bad weather 
holds up a job two or three weeks, 
bricks can be delivered to some 
other spot ready for them. 

Cushwa salesmen carry about 
with them small panels of brick as 
they appear in a wall. The sales 
office recently hit upon one of the 
most satisfactory presentations 
they have used to date. Boeglen 
takes color pictures of Cushwa 
brick that have been used in a 
structure, 

Building up a file of about 150 
different color shots, the salesmen 
carry these 35 mm slides in a one- 
foot-square case and present them 
for examination to prospects 
through a viewer. They come as 
close to the true color and effect 
as anything outside of reality. 
Each color slide is indexed with 
all pertinent data. 

A kit of glazed structural facing 
tile in 12 colors is also part of each 
salesman’s baggage. 
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PUBLICATION 


These are the publications 
advertisers are using to sell 
America's fastest-growing region 


For more than fifty years W. R. C. 
Smith Publications have served the 
South and Southwest, and have pro- 
duced profitable response for adver- 
tisers. Tempting sales opportunities 
exist in the market today; the future 
potential is tremendous. Intensive 
regional coverage is not only warrant- 
ed — it is a necessity if you are to fully 
cultivate the market. 


In their specific fields the Smith 
Publications provide this dominant, 
comprehensive coverage you need. 
For detailed facts on any or all the 
markets served and Smith’s service to 
advertisers your inquiry is invited. 


; . 
W. R. C. SMITH PUBLICATIONS # Floor Fixture 


806 Peachtree St., N.E., Atlanta 5, Ga. BE STOCKS, DISPLAYS, DISPENSES and 
# Sells All 6 Types 


R-V-LITE your 

Scores ot “ve! Keep this attractive, 
rofit line: me 

dependapie olay unit filled with m¢ wpes = 

pr of your most populss n ~ by 

ther item you stock or [reer RV ALITE 

i this compact, 

proporment. Requires less than a square yar 

wo es ith SPECIAL R-V-LITE 

Available of nominal cost wit 

ASSORTMENT RV 550-D. 


ar ‘round uses make 








6-way profits with these 6 fast-sellers: 


luminum Wire Reinforced. 


ga : Galv. Steel Wire Reinforced. 


g00-cW 14 Mesh 
100-C Cotton Reinforced. 


00-P Plastic Reinforced. 
7 ss Wire Reinforced. 


SOUTHERN BUILDING ; luminum 
SUPPLIES, newest Smith 300-W A 


publication, covers lumber i 400-T Wax Impregne 


ers in i? Southern and | ORDER FROM YOUR JOBBER 


ted Fabric. 
Southwestern states if = 

A Cor Manufacturers of R-V-LITE | 

RVEY—~\ORPORATION | 


} 3462 NORTH KIMBALL AVENUE 
® c 
ey CHICAGO 18, ILLINOIS 











FORK-LIFT TRUCK 
(From page 32) 


crete driveway that runs through 
the whole front lot. 

The front warehouse is 20 x 50 
feet, with concrete floor. It has a 
gabled roof that is 14 feet high at 
the eaves and 22 feet high in cen- 
ter. The corrugated steel roof is 
supported by 50-foot trusses on 10- 
foot centers, knee-braced at the 
sides. Uniformly spaced on both 
sides of the metal roof are sheets 
of modern corrugated plastic that 
serve partly as skylights. 

The Atlanta Lumber Company 
stores its principal lines of build- 
ing materials in this warehouse on 
pallets for quick, easy placement 
and removal by the two-ton Lewis- 
Shepard fork-lift truck that the 
Rosenthals bought after the Sa- 
vannah convention. 

This truck hoists man or ma- 
terials as high as 10 feet, so it is 
used both as a lift and as an ele- 
vator, When less than a pallet of a 
particular material is needed, the 
truck operator raises a yardman 
on a pallet to the top pallet of the 








YOUR DOOR MEANS... 


Q) More profits for you 


Q More service to 
your customers | rn 


Qmnore sales | Ae 


material and he takes off just the 
amount needed. 

This vertical storage of pal- 
letized materials saves both valu- 
able space and time. Roll roofing, 
shingles, gypsum board and lath, 
insulating board, oak flooring, and 
sacked masonry goods—all are 
palletized and stored in stacks up 
to 12 feet high. 

The materials warehouse has 
two 20x13-foot sliding metal doors 
at the ends of the driveway side. 
These permit the lift truck and 
four delivery trucks—as well as 
those of customers—to whizz in 
and out with materials. They also 
assure plenty of ventilation for the 
building. 

The Atlanta Lumber Company’s 
modest stock of finished and com- 
mon lumber is stored in the new 
all-steel shed. It is 80 feet long and 
20 feet wide. The framework and 
the wood-framed storage bins are 
16 feet wide, so there is a 4-foot 
overhang on the high side of the 
shed to protect the lumber. 

Shed-height tarpaulins have 
been rigged up in front of each tier 
of bins to cover them during in- 
clement weather. These canvas 
“doors” were installed and are 
maintained by using the lift truck 
as an elevator for the attendant! 

The Rosenthals also bought a 
gravity conveyor system after the 
Savannah convention. It is used to 
unload materials at the railroad 
siding or from delivery trailers— 
and also to help unload sizable 
cargoes at job sites. 

All the improvements cost the 
owners of this city lumber yard 
approximately $18,000. But erec- 
tion of the metal warehouses im- 
mediately effected a slash of $800 
a year on the fire and use-occu- 
pancy insurance carried on the 
yard! 

Within several weeks after the 
fork-lift truck was put into serv- 
ice, the yard handling and delivery 


Council Names Them 
“Prefinished Wallpanels’’ 


To eliminate the confusion 
caused among manufacturers, 
dealers, home-owners, and others 
by such terms as “tileboard,” “pre- 
decorated panelboard,’ “hard- 
board,” and other names given to 
popular surface materials, the Pre- 
decorated Panelboard Council set- 
tled on the name “prefinished wall- 
panels.” 

These prefinished wallpanels 
are widely used in kitchens, bath- 
rooms, recreation rooms, laundries, 
and in institutional and com- 
mercial establishments. 

Members of the Predecorated 
Panelboard Council make the large 
majority of these products in 
plants throughout the nation. 


work was being done with one less 
laborer and one less delivery 
truck. And the employees who use 
it and the conveyor do their work 
faster, so they can do more and are 
less tired. The Atlanta Lumber 
Company employs 11 persons in 
all, yet it sold about $600,000 in 
materials in 1950, over half of 
which was put through the yard. 

The offices, salesroom, ware- 
house, and lumber shed are all ac- 
cessible for inter-communication 
through an Executone system and 
telephone extensions, This speeds 
service by helping to avoid errors 
and delays in instructions and in- 
quiries. 

The Atlanta Lumber Company 
is the offspring of the Atlanta 
Wrecking Company, which is still 
the corporate owner of the enter- 
prise. The latter was launched by 
Rubin Scheck and an erstwhile 
partner at this same location in 
1927. By 1937 the firm had 
switched over from wrecking 
buildings and selling used ma- 





HARDWARE & SPECIALTY CO. 





DISTRIBUTORS FOR 


TRUSCON 


DOUBLE-HUNG STEEL WINDOWS 
INDUSTRIAL STEEL DOORS 


= 
Let Us tell you more about |_ 


— 


ét and send you a copy of... 
THE ABC'S OF MAKING MONEY 


ALLIED BUILDING 
CREDITS, INC. 


MEAD OFFICE: 3109 WILSHIRE BivO 


Truscon Series 138 Double-Hung Steel Win- 

dows are attractive, sturdy, durable, weather- 
tight and easy to operate. Spring balance tapes and 100% weather- 
stripping are of Republic Enduro Stainless Steel. Their features of 
“No Rot—No Warp—No Shrink—No Sag” have emphasized the long 
range economy of this attractively priced window. 


Truscon Series 31 Industrial Steel Doors are made of heavy gayge 
tubular steel members, reinforced at the corners and electrically welded 
at the joints. Designs include Single Swing or Slide and Double Swing 
or Slide. | Write or phone for information and literature. 


* 60S ANGELES 


NATIONWIDE SERVICE 
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Write for Literatur 
and Prices Today : BOX 1072, YOUNGSTOWN 1, OHIO 


e/ METAL TRIMS, INC. 





SELL R FLEXIBLE DOORS —— a 
and open papa for yourself to better, bigger door ClC300 


sales and profits 


nnsponeeytniye CASY-70-handle, 


cause they cut costs, offer new points 








of interest ... are — painted, with all 


fixtures. Made in a wide range of sizes for in- e 

terior doors and room dividers. Installed in 

a few minutes time; no door framing needed. 

REMEMBER THIS . . . orders from big 

builders have been for as many as 19,800 
doors for a single project. Here is proof of 
builder acceptance! Why not begin to cash- 
in now! 


HOME OWNERS WANT Ra-Tox FLEXIBLE 
DOORS. . . . because of such features as (1) 
door folds to side, saving space, (2) door har- 
monizes with any interior room design and 
(3) low cost. REMEMBER TOO ... . for the 
home owner ease of installation is an im- 
portant point. 


THE HOUGH oH SHADE CO CORPORATION | 


1060 pm... Street + Joneevition Wisconsin 
r 


White American Lumber 
_ building Mercheudising & Treating Co. ¢ 
Ra-Tox FLEXIBLE DOORS Plan for selling Wolman- 1681 McCormick Bidg., Chicago 4, Ill. 


- ized Pressure-Treated 

one Lr onl po Branch Offices in Boston, New York, Baltimore, 
to stock. The Ra-Tox iga- Jacksonville, Fla., Little Rock, Ark., los Angeles, 
— in — - 7 : Sen Francisco and Portland, Ore. 
room demonstrates the 

door. Write for Dealer 


. Wolmanized is a registered trademark of 
Plan. Me = / American Lumber & Treating Co. 
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terials to the sale of new building 
supplies, so the regular trade style 
of the “Atlanta Lumber Company” 
was adopted. 

In 1939 Rubin Scheck passed 
away. A few months later, one of 
his two daughters, Lillie, came 
back from Brooklyn, N. Y., with 
her new husband. Gilbert C. 
Rosenthal had been in the motion- 
picture exhibition business with 
his father, but Lillie didn’t like the 
North and a grand business op- 
portunity awaited them in Atlanta. 

This couple have won national 
publicity and attention with their 
home—first in Atlanta built prin- 
cipally with plywood interior and 
exterior walls. Designed by Archi- 
tect John W. Cherry, it contains 
over 1,900-square feet of livable 
space, all decorated and furnished 
in modern style. 

The latest publicity on the 
Rosenthal plywood home appeared 
in the February issue of American 
Home magazine, under the head- 
ing of “Sensible Modern in Atlan- 
ta.” In November °49, American 
Builder spotlighted this home’s 
modern fireplace treatment. In 
February °48, the Atlanta Journal 
magazine section carried a, two- 
page spread on this residence. 

Gilbert and Lillie Rosenthal 
talk, eat, and sleep building ma- 
terials. They always have time for 
their suppliers as well as their 
customers. They have developed 
such a market for metal specialties 
during the last two years that they 
now are jobbers for three major 


Big Board Sheathing 
Eliminates Bracing Need 


The structural acceptability of 
4-foot wide, 25/32-inch Celotex 
double waterproofed insulating 
sheathing for use without corner 
bracing was accepted recently by 
the Washington, D. C., office of the 
Federal Housing Administration. 

The FHA acceptance was ob- 
tained after submission of data in 
connection with tests made on 
Celotex insulating sheathing in ac- 
cordance with requirements set 
forth in FHA Technical Circular 
No. 12. 

Entitled “A Standard for Testing 
Sheathing Materials for Resistance 
to Racking,” the circular defines 
criteria fer acceptability and speci- 
fies the method of test procedure 


items and have separated this 
business under the style of the 
Gilsteel Distributing Company. 

Through this subsidiary, the 
Rosenthals sell American Welding 
Company sliding doors and Ar- 
cadia Metal Products Company 
wares in Georgia, and One-Der 
steel door and window frames in 
north Georgia. 

The Rosenthals furnished most 
of the materials for construction 
of three new office buildings 
in Atlanta’s Peachtree Street sec- 
tion—the 800 and 805 Peachtree 
Buildings and the Peachtree-Sev- 
enth Building. 


which must be followed to deter- 
mine the values for load and de- 
flection. 

Six individual tests are stipulat- 
ed—three each on dry and wet 
panels. 

The standard requires a racking 
strength at least equal to that of 
horizontally applied wood sheath- 
ing with diagonal corner bracing. 





WEL-BILT FOLD-A-WAY 
STAIRWAY 


AA 


rr 


ne 


Wel-Bilt Stairways 
come assembled. 


THEY ARE easy to 

| install at little ex- 
pease, end easy to 
operate. 











SOLD BY LEADING DISTRIBUTORS 
FROM COAST TO COAST 
Manutactured by 
THE WEL-BILT PRODUCTS 
COMPANY 
P. O. Box #95 
Memphis, Tennessee 
RS SN SRT 











MARVEL SCREEN RACKS 


. . - FOR STORES WHERE SCREEN SALES DEMAND A LARGE VARIETY OF SIZES 


It represents the most up-to-date, efficient method of displaying and selling Screen Wire. It 


Saves Time of both dealer and + 





; avoids 


istakes in cutting, and prominently displays 


your Complete Stock of Screen-wire cloth. Over 50,000 sold. 


It is especially indicated where screen sales demand a large variety of sizes, and 
where Two Kinds of 12 sizes of wire cloth are sold by the dealer. 


The model shown is equipped with a cutter, winder and automatic measuring device on BOTH 
SIDES. The rack is mounted on casters so that it can be moved easily to the front of the store 
during the active selling season. Wire can be measured and cut from any roll in the rack without 
removing roll from rack. 
8 MODELS TO CHOOSE FROM. WRITE FOR CATALOG TODAY, 
SHOWING ALL MODELS FROM ONE ROLL TO 24 ROLLS. 


MARVEL RACK MFG. CO. 


more aud more IT PAYS TO SELL « 


There’s steady profit for you every month because there’s a protec- 
tion use for SISALKRAFT to cover any situation. Finest in quality; 
economical! in cost. Write for merchandising help! 


24 North First St., Minneapolis, Minn., U. S. A. 




















PROTECTIVE PAPERS 
tienalls Advertised CONSTRUCTION AND 
- - FARM USES 


THE SISALKRAFT CO., Dept. SB-3, 205 W. Wacker Drive e CHICAGO 6, ILL. © New York 17, N. Y. © San Francisco 5, Calif. 
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CUSTOM MIXED 
(From page 36) 


Specifically, House Beautiful and 
House and Garden magazines col- 
laborate wtih Martin-Senour in in- 
troducing new _ seasonal color 
schemes for modern homes, Read- 
ers of these magazines turn to the 
Color Bars to get the paints to 
match their household furnishings, 
draperies, and carpets, or to com- 
plement them harmoniously, de- 
pending upon the decoration motif. 

The Terry Road Lumber Yard 
advertises on the radio and in the 
Jackson newspaper the fact that it 
can supply custom-mixed paints— 
of the deep, pastel, or neutral colors 
—that housewives see in the movies 
and read about in the magazines. 

This dealer also courts the busi- 
ness of local painting contractors. 
He allows them a standard dis- 
count on their purchases and pro- 
vides the most productive contrac- 
tors with professional color guides 
to match the coordination direc- 
tory. 

As shown in the accompanying 
photographs, the paint department 
of the Terry Road Lumber Yard is 
arranged, furnished, and equipped 


to make it pleasant and appealing 
for customers to browze or shop 
here. Ready-mixed paints and an 
ample assortment of paint acces- 
sories and supplies are stocked for 
amateur and professional painters. 

Although this dealer sells a full 
line of building materials for light 
construction, the paint department 
on many days has as many callers 
and makes as many sales as the 
rest of the retail store! This firm 
sells builders hardware, some 
housewares, electrical supplies, 
small electric appliances, stock 
millwork, lumber, and basic ma- 
terials and accessories for siding, 
roofing, and walls. 

The yard was opened at 1001 
Terry Road in Jackson in April, 
1946 (the month when this maga- 
zine, SOUTHERN BUILDING SUPPLIES, 
got its start). Joel King was asso- 
ciated with White’s Lumber and 
Supply Company in Meridian, 
Miss., before assuming the man- 
agership of this retail yard for the 
Moore, Reid and Company, a sub- 
sidiary of the Georgia-Pacific Ply- 
wood and Lumber Company. 

During the postwar building 
boom, this yard has enjoyed more 
than its share of the Jackson build- 
ing supply business. With credit 


controls now throttling new con- 
struction, King is happier than 
ever that he decided, one summer 
day in 1949, to put in a custom- 
mixed paint department. 

“In this new era of remodeling 
and repair business,” asserts King, 
“we expect discriminating home- 
owners and buyers to turn to us 
for just the paints to make their 
color schemes come true!” 


Promotion Aids Offered 


The Celotex Corporation has an- 
nounced a new service that will 
bring a professionally planned and 
organized merchandising program 
to the retail dealer, regardless of 
the size of his business. 

Every 90 days, a selection of 
practical, timely business building 
ideas, plans, and programs will be 
mailed to the merchants for 
“about the cost of a carton of 
cigarettes.” 

The program is designed to help 
stimulate building material busi- 
ness as a whole. It is restricted to 
Celotex dealers. 








WHAT’S AHEAD FOR WALL-PANELS? 


Both your demand and our supply of prefinished 


wall panels will be steady and regular. 
SUPPLY—None of the materials which go into 


fine AFCO wall panels are on present critical lists. 
There should be ample for both civilian and mili- 


tary needs. 


DEMAND—Residential building will be down, 





CONSTRUCTION 


but in many areas defense housing may actually 


increase your potential for AFCO prefinished wall 








panel sales. Remodeling will take a sharp up- 


swing, and here your potential for sales of AFCO 
panels, moulding and cement are unlimited. 


A & F TILEBOARD CO., INC. 


P. O. BOX 4085 . ALEXANDRIA, LA. 
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Ji yi (2 GET IN 


acl AeA RONG ON THE 
ani PROFITS 


STEEL 
HAND 
RAIL 


° NON- 
SKID 
TREADS 


¢ CANNOT 
BREAK 


Manufactured 
to comply 
with FHA j ° ee 


requirements 


* WEIGHS NO MORE 
THAN WOOD 





I's TTT 
NEW METAL-FOLD 


EXCLUSIVE Rel ae 


IT'S SAFE AS STEEL! "Protects Life and Limb" 
NO COUNTERWEIGHTS 
NO SLIDES 


DO NOT TAKE APART 
JUST 20 einen 
EASY 7 Gli 


SPACE SAVER requires only 12” clear- 
ance in attic. 


PANEL BOLTED SO IT MAY BE RE- 
MOVED AND STAIR OPENING USED 
AS ATTIC FAN OPENING. 


Mron uentr  OLCLUML S 


FOR FURTHER [ 
INFORMATION 2368 Prospect e Memphis, Tenn. 





A 


A & F Tileboard Co. 

Adams Rite Mfg. Co. 
Advertising Council, Inc. 

Air Control Products, Inc. 
Ajax Hardware Mfg. Corp. ... 
Allied Building Credits, Inc. 
Allith Prouty, Inc. 

Aluminum Co. of America .. 
American Asphalt Roof Corp 
American Celcure Wood Preserving Corp. 
American Lumber & bedetie: Co. 
Anthony Truck Co. ‘ 
Armstrong Co., 

Arvey Corp. 

Asbestone Corp. 

Asbestos Co. of Texas, The 
Associated Plywood Mills, Inc. 
Atlantic Steel Co. 


B & T Metals Co. 

Barclay Mfg. Co. 

Barrett Div. (Allied Chemical & Dye Corp.) 
Bellkool Co. 

Bessler Disappearing Stairway Co. 

Biglin Co., 

Bugher Mfg. Co. 


Cc 


C & H Air Cond. Fan Co., 

Cameron & Co., W 

Celotex Corp... The 

Certain-teed Products Corp. 
Chicopee Mfg. Corp. 

Circulators & Devices, Inc 

Coffman Co., R. G. .. 

Colonial Cedar Co., Inc. 

Wat ring Portland Cement Co. 
Curtis Companies, Inc. ye 


D 


Davis Co., H. B. 

Decatur Iron & Steel Co. 
Decorite, 

Delph Hardware and Specialty Co. 
Donley Bros. Co 

Douglas Fir Ply wood Assn 


F 


Falls Stamping & Welding Co 
Farragut Lumber Co. 

Fawsco Mfg. Co 

Fir Door Institute 
Fletcher-Terry 

Flintkote Co . 
Foldaway Stairway Co. . 


SG 


Gate City Sash & Door Co. 
Georgia-Pacific had “ig & Lumber Co. 
Getty & Co., Inc.. H 

Grand Rapids th Co. 

Grayson Lumber 

Grote Mfg. Co., Ine 


H 


Hager & Sons Hinge Mfg. Co., 
Heatilator, Inc. as 
Hermitage Portland Cement Co 
Homasote Co. 

Hopkins Lumber Co. 

Hough Shade Corp 

Hunter Fan & Ventilating Co., 
Huntington Industries, Inc 
Hurtsboro Oak Flooring Co 
Huttig Sash & Door Co, 


Ideal Cabinet Co 
Ideal Hanger Co 
Insulite Div. } 


J 


J. M. J. Prod. Co 
Johns-Manville, Inc. 


K 


Kimberly-Clark Corp. 
Knox Corp 


A 


Leslie Welding Co. 
Libbey-Owens-Ford Glass Co 
Lockport Cotton Batting Co 
Longview Lime Corp. 


es o 


on es 


*nea 


ow 





Preferred because they lay flat against the joist and 
girder! They fit closely on all sides! Also adapted for 
stair well, chimney, light shaft and similar rage Made 
of best open hearth steel. Single or double styles for 
every size timber. 


The IDEAL HANGER CO. 
1289 East 53rd St. Cleveland 14, 0. 





Sco-Co No. 27 Red is a non-fading, water repellent 
metallic paint that actually penetrates rust on metal sur- 
faces—and rust becomes a pigment in the paint film. This 
flexible, durable paint is not affected by acid or alkaline 
conditions or sudden temperature changes. Write today 
for folder and the big profit possibilities of this amazing 
product. 











ELIMINATE SPLIT SIDING 


By Using Kokomo Korners 


Corners for bevel wood siding made of 
aluminum—can't rust, rot, or deteriorate. 
So constructed as to eliminate splitting of 
siding. Two small nails are furnished with 
each corner and holes provided to fasten 
bottom by nailing through base of corner 
into lower edge of siding board. Top nails 
are concealed by next course of siding. 
Available for od 8", and 10” siding. 


BUGHER MANUFACTURING CO. 


211 So. Main Street Kokomo, Ind. 











Floor for the years to come . . . with Northern Hard Maple ! 


For 1951 modernization work—industrial plants—defense ~ 


and low-cost housing—residences—schools—military con- 
struction. MFMA grades for every purpose: First Grade for 
“high style”—Second, utility and appearance—Third, utmost 
value with economy ...or Combination Grades, Second- 
and-Better, Third-and-Better. MFMA Grading Rules, tech- 
nical data, FREE. Write: MAPLE ROORING MANUFACTURERS 
ASSOCIATION, Suite 556, Pure Oil Building, Chicago 1, Illinois. 





Now coca any 


: 
é 
4 
% 


a 


mill or jobber can furnish Arm-Glaze’d wood sash 


at standard price. Unlike putty, Arm-Glaze stays 
elastic; mever gets rock-hard; won’t crack, chip or 
crumble — gives lasting protection. For you, here’s a 


real selling advantage! 


Mm FREE 


Test Arm-Glaze at our ex- 





pense. Write nearest Arm- 
strong office for FREE sam- 
ple of either Type M for 
wood sash or Type G for 








metal sash glazing. 


ie ARMSTRONG COMPANY 


sROrT 17 CHICAGO 9 DAL 
oR ane| 1 1™ OM CALIFORNIA 
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SASH HOLDER M 


5 Flooring —— — 
FOR Marsh Wall, Fred. dae. , 
arve ac “SS See 
P L A I N x A 1 L Ss A s H Mengel Co., The (Plywood 
Metal Arts Mfg. Co. 
Metal Tile Products, . 

” Vikre sash holder, Model VSH-20, developed Metal Trims, Inc. earns as 
ae } rt Rail Sash gives you the same patented Miami Weare Ou. pa ecubisersssteeeakenss Inside Front Cov 
features of the standard (%”) Vikre Model VSH-57. They | jinncvots Wood, Srscinities . a 
are the only spring tension type holders to have all moving Miratile Mfg. Oo, 
parts fully encased to eliminate sticking and binding. Vikre Monarch Metal Weatherstrip Corp. 

Holders require only one hole drilled in sash .. . have pat- | Murray Oo. of Texas, Atlanta, Ga 

ented, adjustable steel spring tension. Sell genuine Vikre N 

Sash Holders for better proiits. National Guard Prod., Inc. 
National Gypsum Company 


NEW MERCHANDISING DEAL a lad de! rR 
(@) 


Six dozen Vikre Sash Hold- Oconee Clay Prod. Co. 
ers are packed with an at- One-der Frame Oorp. 

tractively stained, eye p 

catching window display Paine Lumber Co., Ltd 

with mounted sample of Peaslee-Gaulbert Paint & Varnish Co. 

Holder. Window can be Peerless dit, Corp. 

. 1oneer 0., CO see 

raag ag go a Pitre Wiad 6 

ve \~ i lytex Corp. o ; 

i = — nt eeenen Precisi TENG: 6 vases aL 0K> +4 8welh Ome s eee 6 ext a knees 
cra Grier trom your job Mebane Tam MI | Presto eo 


Sm 
Par? aver) 


Dh 
BO en «Go 


, 4 ; 
_ ¥ ot gab Price Fireplace Heater & T. 

ber now. J. N. Vikre Co., ‘@ ee ‘a Protective Papers, Inc. ... 

Inc., 3016—14th Avenue, : Abode: 

South, Minneapolis, ar od 1. eee Q 


Minn. Quietaire Corp 


R 


Red Cedar Shingle Bureau 

Reed Unit Fans, Inc 

Reynolds Metals Ce. (Bldg. Prod. Div.) 
Roach & Musser Oo. 

Ross Carrier Co., The 

Roxdale Bldg. Prod. Corp. 

Ruberoid Compan 

Rutzke Weatherst 





USE YOUR ATTIC 
FOR EXTRA ROOM 
Schubert Co., H. A. 

Screens & Fabricated Metals Corp. 
Sisalkraft Co. 

Southern G. F. ©o., Inc. 

Southern Metal Prod. Corp. 
Southern States Iron Roofing Oo. 
Southport Paint Co. 

Stanley Works, The 

Stewart (Electric), 

Stewart Iron Works 

Superior Fireplace Oo. 

Superior Wall Prod. Co 





EASY HANDLING — 
FAST SELLING — T 
Myer-Lee Folding Tennessee Pro 
stairway comes Texas Co., T : 
II-in- ack irs 8, Inc. 
eee . Tri-State Bldg. Materials Co. 
age easy or 
Jers 10 handle Trimedge. Inc. 
eet oe Trinity Div., General Portland Cement 
and easy for Tylac C 
builders to install . 


in 30 minutes U 


\ 
pais U. 8. Gypsum Oo. 
cempisie'ss U. 8. Plywood Corp 
SHIPPING WT. 85 18S simple instailation U. 8. Plywood Corp. 
APPROVED BY FHA instructions fur Union Aluminum Co., 
PATENT NO 4 nished for you- Unique Balance Co., Inc. 
2506380 - and your United States Treasury Bey Aah le cata 
customers Upson Co. bsPere aia 


ane t + oe 


~ eM eer 6 


¥ 
YOUR BUILDER-OWNER Xx Vento Steel Prod. Corp 
CUSTOMERS \ Vikre ©o., Ine., J. N. 

6 are you looking for the Foldaway \ WwW 

space-saving stairway for economical 
installation in the big new home build- Wallace Mfg. Co. 

mg and remodeling program! With “space” at a premium in all building and Wappatt, Inc., Fred W 

remodeling jobs today — this disappearing stairway holds many uses-and many Wel-Bilt Prod. Co. ... 

sales for you! Transforms attics into extra bedrooms, dens, storage space and Werner Oo., Inc., R. D os ae sant 

other uses. FOLDAWAY stairway disappears completely into attic, leaving Westinghouse Elec. Co., Appliance Div (Fans) 

only fine finished panel lying horizontally in the ceiling (Full Line Building) 


Wickwire Bros., Inc. .. 
WRITE FOR COMPLETE DEALER INFORMATION. Wurdack Chemical Oo. 


FOLDAWAY STAIRWAY COMPANY. INC eee ae Gop 


813 SEABOARD STREET PORTSMOUTH, VA Wp 
7 


a 


Dee eam ee 





Zonolite Co 
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A complete, finished interior wall with 


INSULITE’S New DUROLITE %4 PLANK 

















HERE is the ideal material for fast, easy, dry-wall construction 
with exceptional beauty at reasonable cost! This new 16’x8’ Durolite 
Plank in the — ‘se ee is 50% (ta strong and rigid. Stronger 
than 14” boards by more than 90 transverse strength). Fastens é 
directly to studs without furring. No taping, no painting, no joint lO 
treatment. There’s your finished wall ready for use in one fast, time- tight, with attractive new beading. 
saving operation. Anyone can do it. And remember: 34" thickness fast and easy, direct to studs with 
means extra insulation — 5 times the insulating value of ordinary or staples. 

lath and plaster. 

Durolite’s tough, serviceable, factory-finished surface in Ivory, 
Pale Green or Woodtone Light provides a variety of decorative 
effects. Each unit, with beading, simulates a 6” and 10” plank. This 
item has big-volume opportunities. Sell it over-the-counter for all 
types of low cost construction and remodeling. There’s a profitable 
market waiting! 





Write today for samples and costs. 
Reg T M.US Pat Off 








INSULITE DIVISION 
MINNESOTA AND ONTARIO Begg Bia . PAPER COMPANY 
MINNEAPOLIS 2 AS yb ok : = > MINNESOTA 


Made of Hordy Northe:n Woods 
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BACKS UP My BIG STORY 


asour LUPAITES 


says Mr. Lewis Shapiro 
of Lewis Hardware & Supply Company of Richmond, Va. 


66 VE GOT A BIG STORY to tell my customers about 
Lumite screen cloth, because Lumite’s got big selling 
points—and lots of ’em! 

“When I start talking Lumite, my customers almost 
always know the name, because Lumite advertising does 
such a terrific job of putting the name across! I’ve found 
Lumite advertising really works right with me in my 
store!” 

Right, Mr. Shapiro! Lumite advertising works with 
you—and with everyone else who sells Lumite screen 
cloth!—because it’s the biggest and best advertising cam- 
paign in screen cloth history! . . . backed not by one but 
by three big companies: 

Lumite Division, Chicopee Mfg. Corp. of Georgia 

The Dow Chemical Company 

The National Plastic Products Company 
37 big-space advertisements—most of them in color— 
will reach almost every home-owner and farmer in 
America during your big screen cloth season! 

jenet 


pag STAIN the sills or sides of your 
— leans easily with @ damp cloth, 

*Y way, Lumite is the ideal screening ue 
every exterior use, i . 


Last 

Ped LONGER, because Lumite 

beep ng has greater resistance to blow; 
; because it can't rot out! It ying 

or bulge when properly framed 

easy to handle, ‘ an 











One of the hard-selling advertisements in the biggest 
advertising campaign in screen cloth history .. . that 
will be seen by the more than 20 million readers of 
American Home, Better Homes & Gardens, Country 


Gentleman, Good H keeping, Mechanix Illustrated, 
Popular Mechanics, Popular Sci , Progressive Farmer, 


Small Homes Guide, Sunset. 


— 


Stock up now for your big screen cloth selling season! Lumite screen cloth 
is distributed by lumber, hard and building supply wholesalers. 
Write for FREE sample and further information: 


LUMITE DIVISION, CHICOPEE MFG. CORP. OF GEORGIA 

















40 WORTH STREET, NEW YORK 13, N. Y. 
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